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Have You Sent In 
Your Letter ? 


F you are a sales employee 
in a hardware store you 
are eligible to enter the Clerk’s 
Contest now running in Harp- 
WARE AGE. There are three 
cash prizes, as indicated on 
page 75 of this issue. Rules 
of the contest are also printed 
on that page. Turn to the 
page and read the rules, then 
prepare to send in your letter. 
Your effort may be a winner. 
Guy Hubbart has a specially 
helpful article on newspaper 
advertising in next week's 
issue. Watch for this impor- 
tant article. Many other fea- 
tures contribute to a_ well 
rounded nuntber of HARDWARE 
AGE, 





What They Say About Us 


I cannot help but say that Harp- 
WARE AGE is one of the best papers 
a business man can have, as it surely 
helps me in every way. I get more 
good out of it than anything I know 
of, and will say that there should 
not be a hardware man in the world 
without it, for it gives me just what 
I want and need. 

(Signed) A. G. Kunz, 
Kunz Hardware, 
Augusta, Wis. 


Last year we purchased a binder 
and inventory sheets from you. We 
found these the most satisfactory 
inventory record we have had, both 
for record purposes and permanency. 

Yours very truly, 
SreceEL HARDWARE CoMPANY, 
Duluth, Minn. 
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“Ask Them to Buy” 


—_ OT 


“Tet ’em Pick” 


familiar with 
the slogan 
“Ask Them toBuy.” 
Every good salesman 
remembers it and has 


sells so much more 
merchandise than 
any type of store. 
A few special bar- 
gains to bring cus 
tomers into the 











a few special sugges- 

tions ready for all 

occasions. Butaman 

cannot always guess 

what his customers 

want. And after he has made two or 
three suggestions and the customer 
says “No” each time, the salesman is 
at the end of his rope. 


The Chain-Store comes along with the 
“Let ‘em Pick” idea, and it has met 
with a success beyond the wildest 
dreams of the old style merchant. 


Merchandise is displayed in plain sight 
on tables . . . a customer gets a thou- 
sand suggestions to buy instead of two 
or three. Statistics compiled by Chain- 
Stores show that for every article a 
woman intended to buy she actually 
buys three others in addition. 


To put it in another way — 75% of 
the Chain-Store Business is “acci- 
dental.” This probably explains why 
the Chain-Store with Display Tables 


store . . . and while 
she is there allow 
her to discover and 
buy many things 
she had no previous 
thought of buying. The “Ask Them 
to Buy” idea requires man-power . . . 
the clerk can only wait on one cus’ 
tomer at a time. The “Let *em Pick” 
idea means that one clerk can take care 
of five customers because they wait on 
themselves. 





If this analysis is correct, (and success 
ful merchants confirm it) then the 
“Let *em Pick” idea sells four times as 
much merchandise and the clerk han- 
dles five times as many customers as 
with the “Ask Them to Buy” system. 
Furthermore, the “Ask Them to Buy” 
requires salesmanship and the “Let ‘em 
Pick” idea does not. 


Here we find one solution of the 
greatest single problem in modern mer- 
chandising . . . increased volume, and 
reduced overhead. 


ee 


- Which Shall It Be? 


IBBARD, SPENCER. RARTLETT& QO. 


SHI CAS © 


211 EAST 


WATER ST. 
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TRADE * 





By Liew S. SOULE 


WM 





HE independent channels of distribution have 
always faced rumors of destruction. Some- 
thing or other has always threatened to put 

the wholesaler and his retail customer out of 

business. 


The department store, the mail order house, the 
consumer cooperative buying organization, have 
all had their turn at playing “Giant Killer.” There 
hasn’t been a time in the last twenty-five years when 
the independent distributers of merchandise have 
not faced some door labeled “This Way to the Busi- 
ness Cemetery.” And yet—the independents are 
still with us and very much alive. 


“There is no way of judging the future except by 
the past.” Manufacturers in shaping their distribu- 
tion policies, might well keep that fact in mind. 


Now we have the chain store, heralded from all 
sides as the coming heavy-weight champion of mer- 
chandising. It is a strange situation. The chain 
stores are actually doing but a small percentage of 
the total retail business of the United States, and 
yet we face a widespread Championship Bally-Hoo. 
It would seem that the youngster is getting more of 
“A Hand” than the records justify. 


We are willing to concede that the chain stores 
have made a sensational start. They were oppor- 
tunists. A great many independent retailers were 
merchandising according to tradition. Many were 
under-financed; many were inefficient. Naturally 
the new methods and the efficient operation of the 
chains had ample opportunity to gain a foothold. 


The independents concede all of that. To them 
it is almost ancient history. The fact which the 
chain store alarmists seem to have overlooked is 
that the independent merchants are rapidly getting 
out from under their inefficiency handicap. The 
chain stores have forced the independents to be- 
come efficient. In doing so they have forced a lot 
of inefficient merchants out of business. In the next 
few years they will probably force out more of 
those independent merchants who either cannot or 
will not become efficient. That is as it should be. 
It only means that the old Champion is in training 
and taking off superfluous weight. 


But—the chains in weeding out the inefficient 


The Specialist versus the Jack-of-All-Trades 


WINDS 






merchants have also helped to build up a some- 
what smaller but decidedly more efficient group of 
independents, capable of putting up a real com- 
petitive battle. Those independent merchants will 
not be pushed off the distribution map. 

Why? 


Largely because they are specialists. The chain 
store is more or less a “Jack-of-all-Trades.” In- 
stead of confining its activities to one class of mer- 
chandise, it spreads its business to include parts of 
all lines. Take the hardware business as an exam- 
ple. The average independent hardware merchant 
carries in his stock from 4000 to 6000 hardware 
items, a large percentage of which require special 
knowledge and special service. The new mail order 
chain stores actually carry in stock fewer items than 
does the average independent hardware store, and 
those items cover everything from boots and shoes 
to haberdashery, and from dry goods to hardware. 
They include groceries, drugs, furniture and farm 
implements. While the independent hardware mer- 
chant carries a fairly complete range of a manu- 
facturer’s line, the chain handle& only a few of the 
quick turning items. 


A manufacturer cannot expect anything even ap- 
proximating cooperation on his entire line, from 
the chain store. Only the specialist can give him 
this cooperation. Neither can the consumer expect 
from the chain store anything approximating real 
cooperation on his needs and desires. The best he 
can reasonably hope for is a limited choice and a 
minimum of service. 


Some day manufacturers as a class will realize 
what many individual manufacturers already real- 
ize, that ultimate success depends upon equal op- 
portunity for all the items they manufacture rather 
than on price exploitation of a few selected items. 
Meanwhile several “reputations for quality” may 
be subjected to plate glass discounts. 


There will always be plenty of people who de- 
mand quality, value, range and the service of spe- 
cialists. There will always be independent mer- 
chants to furnish those assentials. Also—ways will 
be found to equalize prices. 


Saw wood, and let the Bally-Hoo go on. 











eee 
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Think of 
Snowstorms 


in terms of 


Sled Sales 











HERE are two 

i distinct periods to 
the sled season. One 

centers around Christmas, when 

many sleds are given as gifts, and 

the other is of a longer duration, lasting 

until practically the last snowstorm of the 

season. Every snowstorm means sled sales to 

the dealer who will display his sled stock early 

in the winter, and especially when snow starts to fall. 

What youngster does not look forward to the first day 
of coasting down the neighborhood hill? And the interest 
in sledding is not limited to the first snow. When the 
season is almost spent, when slush and bare spots tend 
to spoil the fun, the interest is still high. 

In the sections of the country where snow is prevalent 
for several months every youngster wants a sled. The 
“teen” age boys and girls go out in the snow and adults 
also enjoy coasting on the hills. 


There Is a Good Demand for Quality Sleds 


Quality sleds can be sold as readily as sleds of a 
cheaper grade, if the same methods are applied to their 
sale as are used in selling other quality lines. Oscar R. 
Seitz, a veteran of the sled business, states that in his 
opinion there are too many merchants willing to feature 
sleds of cheap manufacture. 

Dealers will not go wrong by adopting a line of strong, 
serviceable sleds, produced by a reliable manufacturer. 
It will be to the dealer’s ultimate benefit to sell quality 
sleds. 

Since sleds are not limited to one size, but are built 


small and light for kiddies and longer as well as heavier 
for adults, the field for sled sales is not confined to one 
group. This gives the dealer several angles for address- 
ing his advertisements and allows him to use sleds 
effectively in almost any window display of winter sports 
equipment. 


Display Sleds Prominently at Christmas 


Although sleds are sometimes classified as “toys,” it 
is not an accurate label for this merchandise. The small 
youngster may enjoy “playing” with his sled and in that 
sense the item can be called a toy. When older boys and 
girls, men and women too, spend hours with their sleds 
on snowy hills, indulging in healthy, invigorating exer- 
cise, the sled enters the field of sporting goods. 

Many sleds are designed for easy steering. In your 
advertising, either in newspapers or on show cards, stress 
the flexibility of the steering gear. It is largely due to 
easy steering which makes for safety, that coasting has 
increased in popularity in recent years. 

Every merchant who sells sporting goods, or toys, of 
items that are of interest to the younger folk, should 
display sleds prominently at Christmas time—giving them 
special display when snow actually falls. A general gift 
or toy window does not appear complete unless there 
is a sled somewhere in sight. 

Sleds are clean merchandise, easy to handle and sell 
on sight. When snow flurries blow, put your sleds out 
in front and prepare to reorder from your jobber. 























MRS. IRENE WULSER 











year and we have ordered double the amount 
for our holiday trade this year.” 
“Now it is up to us to sell them,” reflected Irene 
» Wulser, owner and manager of one of Kansas City’s 
prosperous hardware stores. “If I-am not mistaken, we 
will sell them all and wish that we had a great many 
more. 

“We had dolls priced from. $4.98 on down; in fact, 
we had everything except the celluloid dolls that the 
kiddies float in their bath tubs, and we sold them all in 
the few weeks before Christmas. 

“They were good-looking dolls, too, most of them, 
and how the kiddies in this neighborhood loved them! 
They spent most of their time in front of windows 
gazing at them. 

“Our toy business was exceptionally good. I sold 
fourteen cannon ball coasters myself,” said Mrs. Wulser. 
“We always carry toys of all kinds at the holiday season, 
the practical, safe toys for the active youngsters; dolls 
and indoor toys for the little girls; wagons, autos, games, 
vy and balls—toys of all kinds for every type of 
child. 

“Toys are one of the finest lines we carry, even if this 
is supposed to be a dull, prosaic hardware store,” said 
Mrs. Wulser. “I am looking forward to the time when 
we can build in a permanent toy section, and I think it 
will be very soon. 

“So many children of this neighborhood’—for the 
Wulser store is neither down town nor suburban—it is 
a “naborhood” store surrounded by apartments, flats, 
other stores and office buildings and apartment hotels— 
“have no back yards in which to play,” continued Mrs. 
Wulser. “With all this traffic, autos, street cars and 
trucks going past their doors, their parents will buy 
them anything—almost—to keep them out of the streets. 
So the toy field is almost unlimited. 

_“T selected all of my dolls myself, and could almost 
Picture their future mothers in my mind when [| chose 


“Ws. sold 399 dolls during the holiday season last 
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Toys 


Make all 


hildren 
Our Salespeople 


Mrs. Irene Wulser’s Neighbor- 
hood Hardware Store Finds That 
Playthings Draw Many Customers 


for Aluminum Pans 


them,” and Irene Wulser who, though manager of this 
hardware store, is but twenty-seven years old, smiled, 
and perhaps her thoughts went back to her own ‘doll 
days.’ ” 

“Then I bought doll buggies of almost every size and 
price, and many of these doll babies are wheeled past 
our windows every day or so, where their small ‘moth- 
ers’ feast their eyes on doll kitchen sets, wagons, ward- 
robe trunks, doll beds and tiny white enameled wooden 
dressers, tables and chairs. 

“Frequently the parents are with them, and it is, 
‘Mama, I want this woolly dog,’ and ‘Daddy, can I have 
that cute little automobile?’ and the small person whose 
nose has been flattened against our windows many, many 
times, becomes the jubilant ownet of the coveted toy. 

“Toy automobiles, velocipedes and coasters that may 
be used on the sidewalks are very popular for both boys 
and girls. Roller skates are good almost the entire year 
around, and we sell a world of them. Bicycles, too, are 
one of our good lines. ) 

“In a ‘naborhood’ store of this type, where there are 
no parking rules and our customers may stop right in 
front of the store, the mothers very frequently bring 
their children with them on their shopping trips. These 
youngsters, of course, are attracted by every toy that 
they see. 

“To pacify them, the mothers buy toys more often 
than not. They would rather do this than hear them yell, 
when the toy is taken out of their tightly clenched hands. 

“And if the child happens to be sitting in one of our 
autos, the sternest mother often has difficulty in attempt- 
ing to pry him loose. In such cases we produce a tempt- 
ing or novel toy that the parent can afford to buy, the 
child’s attention is diverted to this, with the promise 
of being allowed to keep it for his very own. 

“People living in hotels or apartments, as so many of 
our customers do, are always confronted with the prob- 
lem of keeping a child safely and happily busy, so they 

(Continued on page 76) , 
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A partial view of the store of the C. Ed. Smith Hardware Co. at New Castle, Pa. 


Inside Facts on Outdoor Sports 
Built This Sporting Goods 
Department 


C. Ed. Smith was a Good Fisherman as Well as a Good Merchant. 
Sportsmen Came to His Store for Advice and Stayed to Purchase. 


NTHUSIASTIC interest in sports and out-door 
recreation displayed by the personnel of the C. Ed. 
Smith Hardware Co. in New Castle, Pa., has made 


that store a headquarters for sportsmen and the sporting 


goods department, a very necessary part of the business. 
Walter S. Hart, known to thousands of baseball fans 
as “Hub” Hart, through his many years as a catcher for 
the Chicago baseball team in the National League, is an 
active worker in the store. E. C. Connery, manager, is 
a dyed-in-the-wool fisherman, as was the founder of 
the business, the late C. Ed. Smith. John S. Abel, presi- 
dent of the company is an ardent sportsman and with 
his associates has made the store a sports information 
bureau in addition to being the headquarters for sports- 
men from miles around. 
Fishing tackle is one of the most active lines in the 
Smith sporting goods department. Practically every 
type of tackle and accessory is here to be found: A 
rapid turn-over is secured through the ability of Mr, 
Connery to sell the store’s reputation for quality, to sell 
his ‘knowledge of fish and fishing, in addition to mer- 


chandise to every customer of the sport goods depart- 
ment. 

C. Ed. Smith was a good fisherman as well as being 
a good merchant. He knew how to conduct a retail 
business and he knew how to catch a mess of fish—and 
where to catch them. Fishermen in New Castle, [Pitts- 
burgh and even Cleveland, a hundred miles away, real- 
ized that Mr. Smith could “tip them off” to choice loca- 
tions for good bites, on the best tackle for their needs 
and could answer many perplexing questions that crop 
up among anglers. They came to his store for advice 
and stayed to purchase. The passing years brought the 
death of the founder along with the constant growth 
of the sporting goods department. Upon the death o! 
his employer, Mr. Connery assumed the managership 
of the store. His knowledge of angling, acquired both 
from personal experience and from Mr. Smith, was 
sought by the company’s customers and_he literally 
stepped into the vacant niche. Mr. Connery can swap 
yarns with any man who has fished in rivers or lakes 





from Parry Sound-to Florida and there is no questiot 
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as to the haunt’s, the peculiarities or strange questions 
about Muskoka salmon, Pennsylvania muskys and 
Florida tuna that he can not have a ready reply. 

Many years ago a few local pioneers of angling 
adopted an annual meeting in the Smith store to supple- 
ment the daily and weekly gatherings around the big 
stove, then in the rear of the store. This annual get- 
together still continues and about 1000 sportsmen meet 
yearly to tell stories of their experiences. Due to its size, 
the New Castle Hunting and Fshing Club meetings can 
not be held in the store. The memory of Mr. Smith 
and the active interest of Mr. Connery has effectively 
tied up this group with the store and to further this 
bond of friendship, a subscription to a hunting and 
fishing publication is given to the club members by the 
company each year. 

The sporting goods department occupies one half the 
floor space on the main sales floor, approximately half 
the space on the second floor and all of the third floor. 





Every requirement for amateur and professional sports, 
in addition to accessories and supplies such as cots, 
stoves, guns, ammuffition and camping equipment can 
be found. It is believed that the floor space occupied by 
sporting goods in the C. Ed. Smith Hardware Co. is 
larger than any similar department in any city the size 
of New Castle in the United States. 


W. S. “Hub” Hart in the uniform of the Carnegie baseball 
club. “Hub” was previously with the Chicago Nationals. 
Below, at the 
right of the fish- 
ing group, is the 
late C. Ed. Smith, 
Sr. The interest 
of these men con- 
tributed largely 
to the success of 
the store’s sport- 
ing goods depart- 
ment 


A Community Christmas Tree Brings Customers to Town 


ANY retail merchants in the smaller 
communities are making their stores 
popular with Christmas gift buyers 
by sponsoring what is known as 
a community Christmas tree. The 
event is very often participated in 
by all of the merchants in town, 
and when this is the case the idea 
goes over with great success. 
In these small centers where 
traffic is not a major problem, a 
prominent corner or street intersection is placed at the 
disposal of the committee or group in charge of arrange- 
ments. A good sized tree is set up and decorated with 
colored lights and other beautifying effects. In the mean- 
time the event’ has been advertised in newspapers, 
through store advertising and in every way possible. 
Farmers and their families are specially urged to attend 
and in many cases visitors come from other towns. 

Entertainment of a semi-informal nature is provided in 
order that a good attendance will be assured for the 
arrival of Santa Claus. 

A rather careful choice of the person to impersonate 
the jovial one is made. Someone whose physical pro- 
portions are not too easily recognized by the local 
youngsters, and whose voice has something of the quality 
that the imaginary Santa might have, will be most suc- 


cessful. The question of make-up should call for some 
thought also. It is almost sure death to the success of 
the affair, as far as today’s youngsters are concerned to 
employ a false face. Regular theatrical make-up is 
the thing that puts the Santa over. Someone in your 
community is handy at. this work and will be glad to 
cooperate. High color on the face, “real” looking 
whiskers and eyebrows of white stuck on, will allow the 
facial movements to be seen and the boys and girls will 
be certain that it is the real “Santy.” 

One such Santa, having been a resident of the com- 
munity all his life, was able to speak to the boys and 
girls, calling them by their first names, at the same 
time concealing any hint as to his identity. 

This same man arranged his entry into town in such 
a way as to make it a complete triumph. Dressing at a 
farm house (where children were not present) and driv- 
ing into town in full make-up, the illusion was complete. 
Upon taking his departure he called back from his 
sleigh “Goodbye, Charlie, I'll be along here next year 
again.” Charlie stood in the middle of the road sur- 
rounded by his little friends, flabbergasted but proud. 
It had been a knockout affair. 

All children were given packages of pure candy and 
oranges, the donation of the various fraternal societies 
in town. After the excitement of the day had passed 
the parents, in a benevolent mood did a lot of shopping 
well ahead of the great holiday. 
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That Toys A 


Use of Windows in Conjunction with Newspaper or Other Advertising Will 
Help Make Your Toy Department One of the Most Profitable. This Is 
the Actual Experience of a Retail Hardware Merchant in New York State 


By MILFORD HOWE 
Charles P. Howe Hardware, Canton, N. Y. 


NY hardware dealer who questions the advisability 

“& of handling a line of toys, wagons and such mer- 

chandise should step out on the street some bright 
sunshiny day and count the number of children using 
scooters, wagons or roller skates. Or step over to his 
neighbor’s house and see the toys that their children are 
playing with. Children must have toys to keep them 
occupied: 

We do not carry a large line of children’s vehicles, and 
I would not claim that it is a representative line. For 
some years our buyer bought wagons and kiddie cars 
rather sporadically. . For the past two years we have 
kept our line of wagons, kiddie cars, roller skates, etc., 
complete at all times. Needless to say, we keep selling 
them. At the present our stock consists of the following 
numbers: wagons, small and large: scooters, three price 
ranges; kiddie cars, three different prices and sizes: 
small children’s wheelbarrows, truckbarrows and sand 
boats; roller skates, steel wheeled and rubber tired: and 
a line of children’s animals. In winter we stock ice 
skates and toy aluminum cooking sets for Christmas 
sales. 

This is not a large line but the items are all steady 
sellers. The articles that we stock are bought to meet 
the demand. If we get a number of calls for an item, 
we buy some of the most popular numbers.' 

Last summer we added a line of adjustable animal 
toys because they appealed to us. An axiom that we 
have found to be true is that if one thing appeals to you 
it is apt to appeal to others. Perhaps it will not appeal 
to all, but some will surely look at it in your light. The 
next thing to do is to bring it to the attention of the other 
people. 

Windows the Best Advertisement 


We consider our window the best advertisement that 
we can make. We installed these adjustable toys in our 
windows for a week. We sold a few while the window 
was in. About three weeks afterward we put in another 
window, as we had begun to be skeptical of selling these 
toys. The results were surprising. In less than a week 
we had to reorder. Certain things may be slow to get 
started, but once get them across to the public and you 
will enjoy continued sales. 

About 50 per cent of the adults bought them for their 
own amusement. The other 50 per cent purchased them 
for children. It is amusing to watch people handle and 


twist these toys about as they are displayed on the open 
tables. I have seen mothers pull their children out of 
the store crying because they thought the price was too 
high. Other people never question the price, but buy 
the piece that pleases the child. Certain of these toys 
make good bridge prizes. We also sell a number to 
young men for “‘the girl friend.” Altogether we can say 
that we are well satisfied with the profits on this line. 
Mark, too, that we had never handled any small toy 
similar to this before. 


Discovering the Toy Possibilities 


An incident last fall forcibly brought to our attention 
the advisability of selling inexpensive toys. We wished 
to advertise that we bought merchandise in carload lots 
to meet our customers’ demands, so we turned to our 
show windows in conjunction with newspaper advertis- 
ing. In the window we laid out a miniature landscape 
with a large size electric train. Wishing to have auto- 
mobiles on the roads we visited a nearby city to find them. 
We bought several tin autos and trucks at ten cents 
each. After removing the display we placed these ten 
cent toys on a display table. In less than three days they 
had all been sold. Now we have an order in with a man- 
ufacturer who advertised 10 cent winners in HARDWARE 
Ace. If these inexpensive wooden autos sell, we shall 
buy more of the tin kind. They will all be on display 
tables where they can be seen and handled. 


Reach the Right People 


To sell any merchandise, especially impulse articles, 
you must bring it to the attention of those who can and 
will buy. Toys must be seen in order to sell them, and 
more people will see them in the window than elsewhere. 
You do not need elaborate displays to attract attention 
to toys, as an ordinary window attracts through the 
power of the curiosity alone. How many lines can you 
say that of ? 

The stock of toy vehicles that we carry are not just 
Christmas sellers, but all year around sellers. Frequent 
displays will convince you of this as it did us. This 
year we have had about one window a month devoted 
to wagons, etc. The displays are left in for one week. 
It is interesting to note that the first two or three days 
we rarely sell anything displayed. After the people 
have looked and thought it over, they begin to buy. 
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Convince Hardware Dealer 


All-Year Merchandise 


Every window display has more than paid us for the 
effort. . The selling momentum, so to speak, that is de- 
veloped in one week of display carries the sale for 
several weeks. People remember where they saw those 
things and when they get ready to buy they come in. 

Don’t overcrowd the windows, but have them filled. 
A window can be filled and still each item will stand out 
by itself. Too many articles confuse the eye. Price 
each item plainly. You will sell twice as many that 
way. The play instinct is as strong in the grown-up as 
in the child, and if the price meets the pocket book, he 
will buy. 

If you want your windows to be more compelling than 
just a plain display, make some enlarged cut-outs of 
giraffes, cats or other animals for a background. Be 
sure to keep your windows well lighted at night. A 
time switch to shut the lights off after people are off 
the streets will prove a good investment. There are in- 
expensive ones as well as expensive. We use an inex- 


pensive one and find it satisfactory. We keep our win- 
dows lighted until after the second shows at the theaters 
are out. 

The Power of Lighting 


Stroll up and down the street at night and watch 
people trying to peer into unlighted windows. It will 
show you the great interest there is in window displays. 

Remember that the parental instinct is one of the 
strongest and make use of it in your appeal. Happy 
children are healthy children and a wagon will help to 
keep a child out of doors in clean, healthful play. In 
case of storms, stress the point of rubber tires and their 
noiseless run on house floors. Please the children and 
you are sure to please the parents. 

Children become enthusiastic much more easily than 
grown-ups and soon transfer part of their enthusiasm 
to the parents. Toys are dear to the heart of all children 
and they take pride in owning them. 


An unusual Christmas window display arranged by the Clark Hardware Co., Jamestown, N. Y., which not only sells sleds 
but actually draws customers into the store for other purchases—and that is what a window is supposed to do 
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Put Your Doll Selling 
on a “Home Finding” Basis 


To Children, Your Store’s Doll Population Is Made Up 
of Very Real Little People, and Should Be Treated as 
Such If You Would Command the Patronage of the 
Host of “Little Mothers” 




















HE maternal instinct is strong in little girls, and the doll counter should know something of the technical 
to them dolls are not mere puppets or toys, but side of the making of American quality dolls. These 
real babies for whom good homes must be found. dolls are a long step from the sawdust, breakable, pasty 

Merchants may benefit by placing their doll selling upon faced dolls that the older generation of today remembers. 

a “home finding” basis. The first consideration is to The American dolls are both durable and beautiful. 

get the doll into the “little mother’s” They are manufactured in sanitary fac- 






































arms. Once a small girl has cuddled a aw tories. The heads are molded from 
“dollie” it will require a strong willed | / patterns designed by artists of ability. 
person to resist her appeal for owner- La” Wood pulp, wood flour, glue and other 
ship. ae materials are used in both the hot and 

The doll population, and consequent ¢ yx cold molding processes. These heads are 
selling problem, of hardware stores is ¥% then dried and seasoned and polished 
increasing rapidly. Our own investiga- “«][v vy. with a buffer before being dipped in the 
tions and the returns that come to the = flesh-colored sizing which fills all pores, 






adds to sanitary qualities and completes 





Children’s Day Committee and the 
American Doll Manufacturers’ Associa- the smooth surface for the enamel or 
tion indicate this rapidly rising tide of other finish. 
interest. This increased interest in dolls This finish is applied by an airbrush 
and toys is coincident with the rapidly which gives the soft velvety appear- 
growing feminine invasion of the hard- ance. This finish is moisture proof 
ware store. Whether the dolls are the cause of or be- which further adds to sanitary and cleaning qualities. 
cause of this feminine movement is an open question. The rosy cheeks and the blue or brown eyes are added by 
Perhaps it is a part of both. hand. If moving eyes are required, these, too, are put 
Dolls are the oldest of playthings. Evidence of the in by hand work. 
use of dolls appear in the tombs of the early Egyptians The body is made by a very different process. The 
and in the oldest records of the Aztecs in North and body container, like the head, is carefully designed. Then 
Central America. A leaflet published by the American it is carefully stuffed with cotton that has been care- 
Doll Manufacturers’ Association recently says: “It is a fully cleaned and processed. Much skill is required to 
far cry from the bit of wood of these shadowy times to get this cotton at exactly the required density to give 
the queenly~doll that is today manufactured by the mil- , the body the “human feel.” Wigs of real hair for the 
lions in the wonderful American factories.” better class of dolls are carefully woven and secured in 
This same leaflet makes the suggestion that the suc- place. Coiffures are in prevailing modes, although curls 
cessful selling of dolls is much more than merely handing are more popular in the doll world than for human 
out merchandise in return for money. The writer says: juveniles. 
“If you think of your dolls, not as pieces of merchan- Dresses are important. Many designers give their 
dise but as sweet little orphans for whom you are trying entire attention to the dolldom styles. 
to find a happy home, you will succeed beyond your Today an exhibit of smartly dressed dolls often serves 
expectation.” as a style show out of which grows the styles for the 
: juvenile ulation. 
Doll Business Large Industry eters oe and the voice have many variations. The 
The doll business has developed into a considerable biggest difference in these features in recent years 1s 
industry in this country. It is one of the industries that that they are now installed with sufficient security to last 
has profited by the upset of commercial an average doll lifetime. 























conditions during the war. Previous to The successful salesperson makes all of 
that time, most dolls were imported. When these facts known to the adult who accom- 
the perils of ocean shipping panies the “little mother” in her quest 





for dolls. Also this salesperson 
stresses durability of form and un- 
breakableness but at the same time 
advises that dolls are not made 
for floating in bathtubs or doll 
heads for use as hammers. The 
statement that they are 
moisture proof means that 
(Continued on page 76) 


cut off the supply, the 
American manufacturers 
undertook to meet the de- 
mand. In the main, the 
American manufacturers 
have held this trade because 
of a superior product. 

The salesperson who is 
ambitious to succeed behind 
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Two New Hustler Toys 


Hustler Toy Corp., Sterling, Ill., manu- 
factures two new items which are now 
being distributed to the trade. The Hustler 
Aviator is 9%4 in. long, 5 in. between the 
wheels and 7%4 in. high. The toy has a 
double action. The aviator moves his feet 
and legs similar to one riding a bicycle, 






The toy re- 


and the propeller revolves. 
mains on the ground which insures its 
safeness for the children’s play. 

The man wears a yellow suit and has 
a red hat cocked on one side of his head. 
The face is that of a clown. 

The other toy is the Billy Hustler, con- 








sisting of a dog and wagon, with a driver. 
The dog is white with black spots and has 
a simple harness. When the dog gallops, 
the arm of the driver, which holds the 
whip, moves up and down. The wagon 
is green with yellow wheels and the man 
is finished in yellow. 


The No. 99 Roller Skate 


The Samuel Winslow Skate Mfg. Co., 
Worcester, Mass., is manufacturing a new 
roller skate having many features. 

There are reinforced toe and heel plates 





in the No. 99 skate, to which the roller 
carriers are firmly riveted. 
are equipped with patented ball bearing, 
self-contained steel rolls. 


The company is now offering its stand- | 





cushions in a variety of colors. Each pair 
is packed in an attractively labeled box. 


Auto Race Track for Window 


This electric automobile is extremely 
popular with hardware merchants who 
realize the drawing power of movement 
in a show window. The car takes its 
energy from the outer fence through the 
bumpers and constantly moves around the 
track as long as the current is on. The 





fence is connected with a house-current 
wire, properly reduced to make it safe. 
The outfit can be set up in almost any 
space, depending upon the amount of fence 
available. 


small show window at the side of the 
main door of their wholesale house in 
Philadelphia. They also used a long track 
as a part of their exhibit in the recent 
Electrical Show in that city. The toy is 
appearing in many small and large show 
windows. 





The skates 


Supple Biddle Hardware Co. | 
operated the race track shown here in a | 


New Meisselbach Target Reel 


| A very lively, free running and level 
winding reel has been placed on the mar- 
| ket by A. F. Meisselbach Mfg. Co., Elyria, 
| Ohio. The Target Reel No. 105 is a 
| junior model of the Bull’s-Eye No. 100 
level winding reel, placed on the market 
| last year. Like the latter, its end plates 
are made of “Permo,” a tough but not 
brittle material, which is light, strong, 
| highly polished and unaffected by water 
| or oil. 

Spooi flanges, posts or cross-bars, level 
winding guard and reel seat are of brass, 





The spool arbor or axle 
Pivots and pinion gear 
on the spool are of nickel steel and the 
main gear is of brass. 
The one-piece seat is of regular Meis- 


nickel plated. 
is also of brass. 


selbach design and insures necessary 
rigidity. The reel is fitted with a remov- 
able oil cap to facilitate oiling, and has 
a sturdy click conveniently located on the 
left-end plate, opposite the handle. The 
reel is a quadruple multiplyer, with a line 
capacity of 80 yards. 





United States Toy Production 
Amounts to $75,000,000 


Toy production in the United States, 
| according to the last Bureau of Census 
| compilation available, amounted to about 
| $75,000,000 annually, of which nearly 
$12,000,000 was for dolls. About one and 
|} one half million extra is accredited to 
| dolls’ clothing and nearly three million 


| for doll carriages and carts. 





Hibbard’s Display Complete 
Arcade Cast Iron Toy Line 


Dealers attending the annual “open 
house” held by Hibbard, Spencer, Bartlett 
& Co., Chicago, IIl., showed considerable 
interest in the display of cast iron toys 
manufactured by the Arcade Mfg. Co., of 
Freeport, III. 

In this period Hibbard’s large building 
is open to dealers during the evenings, 
in order that they can personally inspect 
various lines before placing Christmas 
orders. 

The Arcade display showed the com- 
pany’s complete line of cast iron toys, in- 
cluding miniature trucks, fire engines, 
pleasure cars, harvesters, steam rollers, 
buses and wreckers. In addition, toy 
furniture and a toy bowling alley were 
to be seen. Good lighting and a pleasing 
arrangement of the items contributed to 





the general effectiveness of the display. 
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Our Cluttered-Up Minds 


A Christmas Greeting 


By SAUNDERS NORVELL 


I are now approaching Christmas and the end 
of another year. Naturally, the older generation 


is doing more or less thinking about the passing 
years. For them, time is getting short. Speculatively 
and, we hope, philosophically, this older generation re- 
views the past with interest and, no doubt, in some cases, 
with a good deal of regret. They see their mistakes. 
Possibly if they had their lives to live over again they 
think they would avoid these errors. Under the same 
circumstances, speaking generally, I do not believe that 
men, if they had their lives to live over again, would lead 
very different lives. 

If the older generation of men who are supposed to 
be successful and the older generation of men who are 
supposed to be failures could be induced to frankly tell 
just what they think about life and their own careers 
in all phases, I am sure there would be some interesting, 
illuminating and especially surprising interviews. But 
most of them will not tell the truth. They are thinking 
about effects. They are thinking about how they appear 
in the eyes of other people. It is only now and then, 
by accident, that one strikes off of the flint a flash of 
the underlying truth in men’s lives. 

* ts 


In his sermon last Sunday Dr. Fosdick, the great 
New York preacher, took as his text “Our Cluttered-Up 
Lives.” In my opinion there is a great deal in what he 
had to say. Most of us do manage to get our lives all 
cluttered up. 

There is one side to life, and to business, that has 
never been given enough attention, and that ts the side 
of elimination. We all know that physically we must 
eliminate or we die. We all know that when we are 
laying out our garden and wish to raise beautiful flowers 
that unless we eliminate the things we do not care to 
raise, the weeds and brambles will spring up and choke 
out our garden. 

Doctor Fosdick spoke about our developing “spiritual 
values.” I am not exactly clear as to just what spiritual 
values are. In life, it is very difficult to differentiate be- 
tween cause_and effect—what is good and what is evil, 
where our loyalties should lie. There are so many dif- 
ferent kinds of loyalty. 

One thing I read somewhere recently impressed me 
and that is that the only way to judge the good or evil 
of any act is by its consequences. That thought helps 
one to think a little more clearly, I believe, on spiritual 
values. What are the results? 

I happen to know a certain man who leads a most 
exemplary life. His habits are excellent. He rises early, 
goes to his office, works steadily all day, returns home 
to dinner and retires early. This man is the soul of 
honor. He is honest to the fraction of a cent. I would 
trust him with the safekeeping of any amount of money. 
He has accumulated a competence, has educated his chil- 
dren, and all of his home surroundings are comfortable. 


One would say this man has made a success of his life. 
No doubt he would be envied by many men. 

3ut when I try to figure out the “spiritual values” of 
this man’s life based on the results it seems to me he 
has missed success by a long shot. What are these re- 
sults? His children have an affectionate regard for him, 
but I very much doubt they have enthusiastic sympathy 
and love for their father. His wife has been well pro- 
vided for since their marriage, but it strikes me she has 
not had a very exciting time. This man seems to have 
lacked any stimulating outlook upon life. His sympa- 
thies have been too narrow. His code of morals, I think, 
has been too rigid. He has missed the value of all the 
rough-and-tumble, catch-as-catch-can contacts in life. As 
citizens go, he is a model, but if I happen to have a spare 
evening and wish to invite a man to dinner at the Club 
with the idea of sitting in an easy chair after dinner in 
a quiet corner, smoking and enjoying a talk about things 
in general, I am quite sure I would not invite this gen- 
tleman. 

I would not say that there are certain spiritual values 
that this gentleman lacks. Possibly his temperament and 
mine do not exactly mix. Probably someone else might 
enjoy a pleasant dinner and evening with him. Measur- 
ing the success of his life by its results, I cannot feel 
that this man is entirely successful. 

* * * 


Another man, who has made a good many mistakes in 
his life, a man who has had more than his share of 
trouble, these troubles being caused entirely by his own 
lack of spiritual values, recently showed me a letter from 
one of his daughters. This letter was written in such 
a free, offhand style, it was so full of confidence, of 
sympathy, in a spirit of fun and drollery, and at the 
same time of such deep affection, that I am inclined to 
think this daughter must love her father possibly just 
for some of his shortcomings in the way of spiritual 
value. I cold-bloodedly estimate that a letter such as 
this to a father from such a daughter should go on the 
credit side of the ledger at a sum not less than one 


million dollars. 
* * * 


Then, somewhere else, in some magazine or paper, | 
picked up a phrase that has been sticking in my mind 
ever since. This paragraph stated that men should be 
measured and weighed not by their personalities but by 
their results. If you stop and think, there is a whole 
lot to this phrase. We meet many men who are enter- 
taining and charming companions. It is delightful to 
chat with them. You would love to have them to dinner 
and for a talk afterward. Some men of this class have 
the power of gilding the most commonplace events with 
a wit that is very stirring, but unfortunately when you 
measure some of the men of this class by the results of 
their lives there is much that is lacking. 

Doctor Fosdick, I am sure, is right when he states that 
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many of our modern luxuries and conveniences instead 
of helping our lives simply clutter them up. 

My home happens to be on Long Island Sound. The 
house faces the water. There are now no yachts in the 
harbor. They have all been stored for the winter. The 
branches of the trees are all free of leaves. There is 
an uninterrupted view of the water and of the sky. 
Lately we have been having magnificent moonlight nights. 
On these nights I have never seen the stars shine any 
more clearly, not even in the clear air of the desert of 
Sahara. When one walks about the place after dinner 
on one of these nights you certainly do get a spiritual 
value, and I think this value is reverence. After all the 
cluttering up of the day’s work, there is certainly some- 
thing inspiring in the water, the moon, the stars and the 
wide spaces. 

Now, just imagine stepping in the house with this 
feeling of reverence and then finding the radio running 
full blast! Not for me! All of my neighbors have radios. 
I have refused to become a radio fan. After a day in 
the financial district of New York, I prefer the sound 
of the wind in the branches of the trees, the moonlight, 
the stars and the water. 

* * * 

Recently I have been engaged in cleaning up and clos- 
ing my old office at 31 Union Square. What a cluttering 
up of old letters and papers, old photographs and souve- 
nirs of one kind and another. They were carefully filed 
and put away. They cluttered up the files. Now, at the 
finish, all of them go into the wastebasket and are carried 
down by the porter to the furnace! 

I am reminded of the words in the Good Book, “Suf- 
ficient unto the day is the evil thereof.” All of us put 
away and file too many things. Active wastebaskets are 
assets in any business. Only matters of real importance 
should be saved. We file copies of letters and corre- 
spondence because some day we might need them. 

This reminds me of the knight who rode the horse in 
the story of “Alice In Wonderland.” He had a mouse- 
trap hanging on his saddle-bow, and when someone asked 
why it was there he replied that some day a mouse might 
run up the front leg of his horse, and then he would be 
prepared to catch it with his trap. Every day all of 
us are fixing mousetraps just like the knight. We are 
just cluttering up our lives and our files, and wasting 
our time. A real good fire now and then is a blessing. 
It cleans up everything. 

The one bone I have to pick with Uncle Sam is that 
in these days of income tax we have to keep so many 
records and files and papers. If we could just find out 
what it costs collectively and individually to make the 
income tax reports of this country we would be as- 
tounded. The Government is causing us to do a lot of 
cluttering up. 

ea & 

Recently on a trip I met one of my old boys. He 
is not a boy any longer. I put him on the road. He 
is still traveling in the same territory. He dropped in 
to see me at my hotel. 

“They are not up-to-date in this territory,” said this 
salesman. “They are not interested in changing their 
store windows. They do not care to keep their stocks 
in a modern, up-to-date manner. You see,” he said, “in 
this territory we are not troubled with chain store com- 
petition. We read about all this competition in the trade 
papers, but so far they 
have given this section 





of my customers who has been in business for thirty years. 
He is a director of a bank. He owns a lot of bank stock. 
He owns several farms near the town. He does a large 
business, but do you know this merchant has never even 
taken an inventory! When I suggested to him that he 
should remodel his store, adopt up-to-date accounting 
methods and take an inventory, what do you think he 
replied? ‘I have money in the bank. I don’t owe any- 
thing. I own all of my business myself. Why should 
I go to all the time and trouble to take an inventory?’ ” 

J told this salesman this was all too bad. It was a 
shame that the trade in this territory were not more 
modern, but at the same time inwardly I reserved the 
thought that these merchants doing business this way 
were certainly saving themselves a lot of time and 
trouble. It does clutter up things to take an annual in- 
ventory, to classify all the business in departments. It 
is all very complicated, and the details involved certainly 
prevent us from doing some clear thinking on high and 
spiritual subjects! 

2 

What is my Christmas greeting and my Christmas 
wish for all of us? I am trying to think of the very 
best wish that any one of us can wish to any one else. 
If it is possible, J believe the best thing is to clean up 
and clear out the clutter of old stuff in our minds. When- 
ever I try to think clearly on any subject I always find 
this old stuff, these memories, these precedents, these 
statistics of the past cluttering up my thinking. Just 
because a certain thing happened a certain way years 
ago, then I think experience must be of some value, and 
so I am guided by experience of the past, and then some- 
how today the thing does not work out at all as it did 
years ago. There are new factors. Things are differ- 
ent. I must frankly admit that in many cases my long 
experience has been a handicap as often as it has been 
an advantage. 

Wouldn’t it be wonderful if we could face the New 
Year with a fresh, clean-swept mind? Anyhow, this is 
the wish I am extending to all of my friends. Let us 
try to brush away the cobwebs and think of every day 
based on the facts of that day. 

Then, incidentally, with this end in view, I am going 
to recommend to you individually, and to you as a cor- 
poration and as a business firm, that between now and 
the New Year you clean up your desks and your files. 
Get the old stuff out and burn it up. Burn up the old 
letters. Most of them only bring us heartaches, any- 
how. There is a deep, philosophical thought in the ad- 
monition, “Let the dead past bury its dead.” The 
world is for the living. 

- e) @ 

In “Whither Mankind,” Van Loon, in his article, 
writes that the American doughboy in France was not 
especially interested in making the world safe for democ- 
racy. He was not thinking especially about spiritual 
values. The thing that interested him most was “Where 
and when do we eat?” Van Loon goes on to say that 
the struggle of civilization from the earliest times has 
just been a struggle for food. Man has developed phys- 
ically and spiritually on account of his appetite. He had 
to eat, and in order to eat he was compelled to exercise. 

This reminds me of another thought that I picked up: 
“The man who is paid by the hour thinks by the hour. 
The man who is paid by the week thinks by the week. 
The man who is paid 
by the month thinks by 





a wide berth. 
“Now,” said he, “just 





the month. The man 
who is paid by the year 





to illustrate, here is one 





(Continued on page 76) 
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HOOVER = 
HOOVER? 
Electric — 
Cleaner — 


Now Bein 
Demonstrated 


ANY of the leading manufac- 
turers of this country are in- 


vesting thousands of dollars | 
annually to place before the public | 


through extensive advertising cam- 
paigns their copyrighted trade marks 
or original imprints such as illustrated 
on the show cards shown herewith. 

The suggestion here is offered to 
the hardware salesman who is inter- 
ested in learning show card writing 
to use this idea when displaying any 
article of merchandise which is na- 
tionally advertised. These trade 
marks tell the whole story in a few 
words. For instance, most everybody 
knows that the word “Pyrex” lettered 
in the familiar heavy roman type 
means glass oven ware. And most 
everybody who owns an automobile 
is familiar with the Slidetite Garage 
Hardware. And in most every maga- 
zine one picks up now-a-days can be 
found the “Hoover” vacuum cleaner 
trade mark. The general public have 
been so accustomed to seeing these 
trade marks in magazines and news- 
papers that but little else is necessary 
to add on a show card to bring 
results. 

Mrs. Brown has seen Mrs. Jones 
demonstrate her “Hoover” at home 
and has decided she will buy one. 
She therefore goes down town look- 
ing for the “Hoover Sign.” The 
trade marks “Everready,” “Bee-Vac” 
“Osborn Brushes” and “Viko Alum- 


inum” which are strikingly different ! 





Making Use of 
Imprints 


and 


Trade Marks 


Manufacturers Have Spent 


Large Sums to Popularize and 


Familiarize 

Their Products. Here Is a 

Way to Make Use of This 
Valuable Publicity. 


the Names of 


By Joseph Bertram Jowitt 


from the others should be copied by 
first drawing an outline of the design 
of lettering and filling-in the let- 
ters or background with a gray tint, 
as the case may be. (White with a 
very small touch of black makes the 
proper gray color.) 

The “Sargent” imprint, more gen- 
erally known as trade mark was done 
by the “cut-in’” process. In other 
words, instead of doing the lettering 
in white paint on a black background, 
the letters are first ¢ketched out in 
pencil and afterward retraced around 
with a brush and the background 
filled in solid with black color. 


BEE-VAC 


BEE-VAC 


DeLuxe 
Ball-Bearing 


Vacuum 
Cleaners 





As before stated by reproducing a 
facsimile of any well known imprint 
or trade mark on a show card enables 
the hardware merchant to derive the 
full benefit of every article of mer- 
chandise which is nationally adver- 
tised and at the same time eliminates 
the necessity of any lengthy copy or 
explanation on the card. A good 
deal of money is wasted now-a-days 
by manufacturers who invest in cheap 
looking overcolored lithographic 
posters. These should be classed in 
the same category with some of the 
cheap looking bill boards which 
destroy the beautiful landscape along 
our public highways. The neat hand 
lettered card done in black and white, 
using as little reading matter as pos- 
sible, will bring greater results than 
would a display of the “Gingerbread 
kind of posters.” 

The writer takes a great deal of 
pleasure in answering all questions 
and helping the hardware salesman 
master the lettering pen or brush, as 
there are naturally some obstacles 
which the individual strikes which are 
not satisfactorily covered from their 
standpoint. All questions written on 
a postal card addressed to Editorial 
Dept. Harpware AcE, will receive a 
prompt reply. 

Each copy illustrated herewith 1s 
not intended to be an exact replica of 
the above imprint or trade mark. It 
is not necessary that it should emu- 
late in every little minute detail the 
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original one above it, as long as the 
general character and familiar design 
is effectively carried out the selling 
punch is sure to be there. 

Each one of these trade marks are 
so entirely different and simple in de- 
sign that it will require but little 
effort on the part of the amateur to 
produce a legible facsimile with prac- 
tice, 

In many instances the trade mark 
cut from the magazine and neatly 
pasted on the card will answer, if the 
card in question is not too large. One 
method of copying is with the aid of a 
pantograph used for enlarging. An- 
other method is to procure a piece of 


tracing paper, (any thin transparent | 
paper will do) place this over the | 










36 Perfect Anti Freeze 


and trace the outline of letters 
through with a sharp pointed pencil, 
after which rub a little dry powdered 
color on the back of paper pattern, 
this will act as a carbon sheet and by 
retracing over the outline made on 
the tracing paper the perfect pattern 
may be reproduced on the card. 

The chief drawback generally to 
the beginner’s success is attempting to 
produce good work with impractical 
brushes and tools. There is a decided 
difference between the brushes used 
by sign painters and those used by 
show card writers. 

The brushes used by sign painters 
are mostly made of fine soft camels’ 
hair set in goose quills, the hairs are 
too long and soft for show card work, 
they will not hold a flat chisel edge 
shape, neither have they the proper 
resiliency for water color work like 
the firm hairs of the Red Sable. 

Genuine Red Sable Show card 
brushes are seldom made over one 
inch in length, they are so well made 
that they require no breaking-in. The 
most popular sizes are, 4, 6, 8, and 
12. They are retailed at from 50c to 
$1.50 each, or according to the size 
of brush selected. If these brushes 
are properly taken care of and thor- 
oughly washed in clean water each 
time after using they will last a num- 
ber of years. 

There are two things that the 
beginner cannot understand, one is, 
why his hand shakes when trying to 
make the circular strokes, like in 


The cards repro- 
duced here show 
the reader how 
to capitalize up- 
on the extensive 
publicity given 
these distinctive 
trade marks and 
imprints by the 
manufacturer of 
the product. 














trade mark or imprint to be copied | 


Garage Door 
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making the letters S, and O. An- 
other is, why his upright strokes have 
a tendency to lean either to the right 
or left. It may surprise them to 
learn that expert or professional show 
card writers experience this same 
thing if occupied in other lines for 
any length of time. 

The secret in this profession lies in 
the possession of the proper tools. 
A knowledge of the correct forma- 
tion of each single stroke forming a 
perfect letter and a systematic plan 
of practicing the single elementary 
strokes. 

In other words study your alpha- 
bets and keep on practicing to keep 
in shape. 




















Hardware 












Mr. Jowitt is ready at any and all times to assist readers interested in show card writ- 
ing in regard to proper equipment for the work. Any one wishing information about 
such matters may address him in care of Hardware Age, 239 W. 39th St., New York. 
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© Ewing Galloway 


EW forces 
N are at work 
on every 
side. This was 
clearly .proved by 
the recent political 
campaign. Never 
before was any 
election so_ hotly 
contested, and this 
intense rivalry was 
not an outcome 
merely of issues, 
but of the new 
methods employed to set forth the 
facts to the masses. Doubtless the 
results will bring about a change in 
the viewpoints, methods and machin- 
ery of our political parties. 

A few years ago a speaker’s audi- 
ence was limited to the range of his 
voice. Now with the aid of such 
devices as the microphone and loud 
speaker, one can talk not only to tens 
of thousands of people immediately 
before him, but his words carried 
over wires to broadcasting stations, 
may reach millions of ears in many 
lands. The linking up of radio and 
wires has accomplished what neither 
could do alone. Instead of being 
competitive, as many predicted, the 
two agencies have become allies. 
Likely in 1932 the radio audience at 
home will see the speakers as well as 
hear them. The recent debut of the 
“talkies” in politics disclosed possi- 
bilities unlimited. 

Organized research in the commu- 
nications industry has altered the 
habits of man. It has given him al- 
most complete control of time and 
space and the interchange of ideas. 
It has rendered possible the distribu- 
tion of an industry over the length 
of our land without destroving the 


EVERYBODY’S 
BUSINESS 


By FLOYD W. PARSONS 


Post Mortems 


New world methods and old 


efficiency of centralized management. 
It has given us apparatus to transmit 
pictures by wire and radio, devices to 
reduce deafness, the orthophonic 
victrola, the dial telephone, multiplex 
telephony and television. Except for 
the prohibitive cost, every person in 
the world today—whether on land, 
sea or in the air—could be brought 
into instantaneous communication. 

It is because of this same easy 
accessibility of thought and speech 
that the world is becoming one large 
neighborhood in which the benefits of 
cooperation are taking the place of 
the miseries that result from conflict. 
While we have not yet arrived at any 
millennium, it is daily becoming more 
evident that we are on the way to a 
world civilization largely independent 
of environment and far less intolerant 
of racial, religious and cultural dif- 
ferences. And we must not over- 
look that this progress in electrical 
communication has come from the 
exercise of private initiative made 
possible by a political system of 
regulatory commissions which protect 
the public’s interest while affording 
freedom of action to our great cor- 
porations. 


No matter in what direction we 
turn we are confronted by innova- 
tions that may concern our own 
business. The unwary will be ruined 
by unexpected changes. Thou- 
sands of things now sold by hand 
will be marketed by automatic ma- 
chines. Two or three years ago the 
photographers did not dream that 
the slot-machine idea would develop 
for them a new form of competition. 
But along came the photomaton— 
an automatic photographing device 
—and immediately a highly compli- 
cated and technical process was re- 
duced to machine operation. The 
possibilities of mechanical, self- 
operated salesmanship are beyond 
estimation. The use of “iron men” 
means lower costs from time saving 
and the elimination of errors. 

Thousands of people go about com- 
plaining of slack business when op- 
portunities to remedy the situation 
might easily be found. Farms in 
some of the older sections of our 
country now have so little value that 
they would hardly be accepted as 
gifts. The owners have clung to the 
viewpoint of their forefathers and 
their failure has resulted from a lack 
of vision and imagination, not ot 
physical energy and a willingness to 
use it. 

The other day I read a survey 
covering the business and agricul- 
tural possibilities of a northwestern 
state which has thousands of acres 
of marshy land of little value for 
farming purposes. The investigators 
disclosed that this seemingly useless 
acreage is especially adapted for the 
propagation of muskrats. Not only 
are climatic conditions ideal, but there 
are water advantages seldom sur- 
passed. How many farmers in this 
same state ever gave a thought to 
the opportunities that lie in the pro- 
duction of muskrat fur? How many 
of them ever devoted attention to the 
comparatively new industry of fox 
farming ? 

The average litter of silver black 

(Continued on page 79) 
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A. E. Duncan Died Dec. 10— 
With Stanley Works 49 Years; 
Was New York Manager 


The passing of A. E. Duncan on Mon- 
lay, Dec. 10, removed from the ranks of 
eteran hardware executives a man well 
known and respected. His death occurred 
at 1 a. m, following four days’ illness. 
Mr. Duncan had been associated with 
Stanley Works, New Britain, Conn., for 
nearly 49 years, having started with the 
firm as an office boy in 1880. He worked 
up through various departments, and for 
several years was a traveling salesman, 
covering metropolitan New York, Pennsyl- 
vania, New Jersey, Maryland and Dela- 
ware, 

Since 1906 Mr. Duncan has been man- 
ager of the New York City office of 














Stanley Works, located at 100 Lafayette 
Street. He was in his 63rd year at the 
time of his death and is survived by two 
sons and two sisters. The sons are John 
Duncan, sales manager, H. C. Cook Co., 
Ansonia, Conn., and Stanley Duncan, con- 
nected with the engineering department of 
the Stanley Rule and Level Plant, Stan- 
ley Works, New Britain, Conn. 





Bennett with Mintz & Levin 


Larry Bennett, formerly of the Carlisle 
Hardware Co. in Springfield, Mass., is 
now in charge of the sporting goods de- 
partment at Mintz & Levin, 233 Main 
Street, Hartford, Conn. 


Campbell Hardware Co. Will 
Publish First Tool Catalog 
The first catalog to be issued by the 
Campbell Hardware Co., 108 First Ave- 
nue, South, Seattle, Wash., since it started 
to do a jobbing business with fine tools 
and heavy hardware is about to be pub- 

lished. 

The catalog will represent an unusu- 
ally extensive assortment of tools and it 
is the company’s desire that it will con- 
tain the latest and newest tool numbers. 
Manufacturers are requested to inform 
the Campbell company of any changes 
cither in effect or contemplated, so that 
the forthcoming catalog can be as correct 





| as possible. Two years ago the Campbell 
company entered the jobbing field special- 


| izing in fine tools, and purchased the | 


| premises of the former Whiten Hardware | 


Co. of ‘that city. 





A. C. Howell, Vice-President 

Guaranty Trust Co. of N. Y. 

Alfred C. Howell, formerly president of 
the Ames Shovel & Tool Co., North 
Easton, Mass., has been appointed a vice- 











ALFRED C. HOWELL 











president of the Guaranty Trust Co. of 
New York, 140 Broadway, New York 
City. 

He joined the Guaranty company sev- 
eral months ago, following his resignation 
from the Ames organization. Mr. Howell 
began his business career with the Carne- 
gie Steel Co., Pittsburgh and later be- 
came manager of the steel department of 
the W. Bingham Co., Cleveland, Ohio. He 
still later was made sales manager of the 
Midvale Steel and Ordnance Co., Phila- 
delphia and when the latter became part 
of the Bethlehem Steel Co., Mr. Howell 
was made sales manager of the plate de- 
partment. 





Mrs. Josephine Merton Dies 


Mrs. Josephine Merton, who has been 
continuously identified with the hardware 


35 years and who for the past ten years 
has been a partner in the firm of Hughson 
& Merton, manufacturers’ agents with 
offices at 1495 Market Street, San Fran- 
cisco, Calif., passed away recently after 
an illness of several months’ duration. 

W. L. Hughson and L. B. Merton 
formed a partnership many years ago and 
one of the first employees of the company 
was a young lady, who later became the 
wife of Mr. Merton. Upon his death she 
assumed his place in the organization. 





Kokomo Stamped Metal Co. 
Appoints Erlach-Lee Co. 
The Kokomo Stamped Metal Co., of 
Kokomo, Ind., has appointed the Erlach- 
Lee Co., 24 California Street, San Fran- 
cisco, Cal., as its sales agent in the Far 





Western and Pacific Coast territory. 


trade in the Western States for the past | 


| 


Charles J. Fix Passes Away— 
Veteran Buffalo, N. Y., Dealer 

Charles J. Fix, a veteran hardware 
dealer of Buffalo, N. Y., passed away very 
suddenly on Sunday, Dec. 9. He was 72 


| years of age. 











Mr. Fix was a native of Buffalo. His 
first position was with a printer. In 1881 
he became a clerk for Henry Gorono, at 
that time a prominent hardware merchant 
of that city. Since 1892 Mr. Fix con- 
ducted his own business at 808 Main 
Street, incorporating it as Chas. J. Fix 
& Sons Co. in 1909. 

In 1912 Mr. Fix served as president 
of the New York State Retail Hardware 
Association and had been a director of 
that organization for many years. He 

















CHARLES J. FIX 


served the N. R. H. A. as a director for 
three years. 

Mr. Fix celebrated his golden wedding 
anniversary on Nov. 22, 1927. In addi- 
tion to his hardware interests, Mr. Fix 
was a vice-president of the American 
Savings Bank, Buffalo, N. Y., treasurer 
of the Freehold Savings and Loan Asso- 
ciation, an officer and director of several 
charitable institutions, and for several 
years treasurer of Erie County. He is 
survived by his widow, two sons and one 
daughter. 





Henry Disston & Sons Plan 


$50,000 Plant in Portland 


Construction has begun by Henry Diss- 
ton & Sons, Philadelphia, Pa., on a new 
$50,000 factory in Portland, Ore. The 
building will be of concrete construction, 
one story in height, with provision for 
the addition of a second story if needed. 
Offices, shops and stock rooms will be 
housed in this plant. 

A branch office has been maintained for 
some time in Portland, and this new build- 
ing will augment the factory located in 
Seattle. It will specialize in mill goods 
and saws. 

C. I. Clumpner, manager in Portland, 
will have charge of operations and will 
direct sales in the territory formerly served 
by the Portland office and also including 
Klamath Falls, formerly handled by the 


| San Francisco office. 
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Fred Miller Reelected President 
Hardware Club of Cincinnati 


Formulation of plans for the annual 
convention of the Ohio Retail Hardware 
Association and the election of officers for 
the coming year featured the annual meet- 
ing of the Hardware Club of Cincinnati, 
which was held on Nov. 22 at the Cin- 
cinnati Chamber of Commerce. 





FRED MILLER 











Fred Miller, of the Kruse Hardware 
Co., was reelected president, and the fol- 
lowing officers also consented to serve an- 
other term: John G. Isham, The National 
Lead Co., first vice-president ; Joseph Koh- 
stall, The Kohstall Hardware Co, second 
vice-president; E. J. Becker, The H. Bel- 
mer Co., secretary, and C. E. Pfau, The 
Huenefeld Co., treasurer. Fred Wankel- 
man, of Licht & Wankelman, was named 
assistant secretary, a newly created office. 





E. J. BECKER 











Local committees named by President 
Miller in connection with the Ohio con- 
vention, to be held in February, were: 
Ladies’ Committee—John G. Isham, chair- 
man; Fred Wankelman, George Voll, and 
Edgar Dolle; Hotels Committee—Robert 
Hronek, chairman; Finance Committee— 
C. E. Pfau, chairman; Entertainment 
Committee—Fred Guckenberger, chair- 





man; E. G. Seibel, Oscar Small, John 
Findlay, and Charles Lammers. 

James Carson, a member of the club 
and secretary of the Ohio Association, re- 
lated the plans for the business sessions 
of the State convention and also told about 
the other convention activities. A repre- 
sentative of the Cincinnati Chamber of 
Commerce described to the membership 
the progressive spirit which has prevailed 
in Cincinnati during the past year or two, 
and expressed the belief that civic prog- 
ress would be even greater in the next 
five years. 

The program of speaking and the elec- 
tion were preceded by a turkey dinner. 
Curtis Williams, director of community 
singing for the city of Cincinnati, was 
present and led the members in a song fest. 


Outboard Motor Manufacturers 
Form Trade Association 


In a meeting held recently at the Detroit- | 


Leland Hotel, Detroit, Mich., the outboard 
motor manufacturers formed the Outboard 
Motor Manufacturers’ Trade Association. 
The stated purpose of the organization is 
cooperation in the advancement of the out- 
board motor industry. 

The meeting was attended by Messrs. 
Clauson and Biersach, of the Evinrude 
Motor Co.; Mr. Stern, of the Elto Out- 
board Motor Co.; Mr. Smith, of the Caille 
Motor Co.; Mr. Cross, of the Cross Motor 
Co.; Mr. Chadbourne, of the Johnson 
Motor Co.; Messrs. Lockwood and Tan- 
ner, of the Lockwood Motor Co. 

P. A. Tanner was elected chairman of 
the new association and Mr. Biersach was 
named secretary. 


Wilmer Cordes, Adv. Manager 
American Steel & Wire Co. 


Wilmer Cordes has been appointed man- 
ager of the advertising department of the 
American Steel & Wire Co., Chicago. Mr. 
Cordes was selected to fill the vacancy 
created by the retirement of Mr. Ayers. 
He assumed his new duties on December 
the first, according to an announcement 


made by D. A. Merriman, vice-president | 


and general manager of sales. 


Hardware Quartette Sings at 
Central W. Va. Club Meeting 


The last of a series of booster meetings, 
under the auspices of the Central West 
Virginia Hardware Club, prior to the 
annual convention of the West Virginia 
Hardware Association, was held at Mor- 
gantown, W. Va., on Dec. 4. 

A feature of the meeting was a Hard- 
ware Quartette, composed of Edward 
Beckett, Harry Anderson and Delmer 
Smith of Morgantown, and Glen Moore, 
of the Greer & Lang Co., Wheeling, 
W. Va., sales force. It was said to be 
a “nail” quartette, for it consisted of a 
three-penny, a five-penny, a six-penny. and 
a spike—one man very small, another tall- 
er, another still taller, and Edward Beckett 
a very tail man. The quartette will sing 
at the State convention, to be held in Fair- 
mont on Jan. 22, 23 and 24, 1929. 


|Rome Brass & Copper Co. Will 


| Merge with Other Companies 

Directors of the Rome Brass & Cop- 
per Co., Rome, N. Y., have approved a 
plan to merge with six other companies 
to form the General Brass Corporation. 
Companies to be included are the Taun- 
ton-New Bedford Copper Co., Taunton 
and New Bedford, Mass.; the Baltimore 
sheet mill of the General Cable Corpora- 
tion; the Rome Mfg. Co., Rome, N. Y.; 
the Michigan Brass & Copper Co. and the 
Higgens Brass & Mfg. Co., Detroit, and 
the Dallas Brass & Copper Co., Chicago. 

The merger is expected to bring about 
20 per cent of the country’s brass and 
copper business under one control. Fac- 
tories of the constituent companies will 
continue to operate with unchanged man- 
agement and each organization will be 
represented on the executive committee 
of the new corporation. 


J. B. Rightmire, Sales Manager, 
Smith Bros. Hardware Co. 


John B. Rightmire, for more than three 
years general manager of the Franklin 
Hardware Co., Philadelphia, Pa., has re- 
signed that position and has become affili- 








JOHN B. RIGHTMIRE 








| ated with the Smith Bros. Hardware Co., 
| of Columbus, Ohio, as salesmanager. 
| Mr. Rightmire is well known in the 
hardware trade throughout the Eastern 
States, in which he has been active for 
about 25 years. He has been connected 
with William P. Walters of Philadelphia, 
| the Benjamin Hardware Co. of Phoenix- 
| ville, Pa., and the Simmons Hardware 
| Co. In his new position Mr. Rightmire 
will supervise the serving of Ohio and 
| adjacent States by the Smith organization 
| of 46 traveling men. 





L. B. Lamar Now with Pacific 
Northwest Sales Co. 


L. B. Lamar, who has been sales man- 
ager of R. M. Wade & Co., at Portland, 
Ore., for the past two years, has resigned 
his position and joined the Pacific North- 
west Sales Co., to be in charge of sales. 
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James S. Lehren Now Heads 
Wolverine Supply & Mfg. Co. 


James S. Lehren, vice-president of the 
Wolverine Supply & Mfg. Co., Pittsburgh, 
Pa., has been elected to the presidency 
of the company. He will also be treasurer 
and general manager. Joseph P. Schmitt, 
secretary of the company, has been elected 
vice-president in addition to being secre- 
tary. The Wolverine company manufac- 
tures several popular toy items. 


Leipzig Trade Fair Planned for 
March 3 to 13 Inclusive 


The Leipzig Trade Fair, one of the larg- 
est fairs of its kind in the world, will be 
held from March 3 to 13, inclusive, in 
1929. Following its tradition of 700 years, 
the fair will welcome visitors from all 
parts of the world, who will shop among 
some 11,000 exhibits assembled from 24 
countries. 

Fully 200,000 active buyers from 44 
countries are expected to attend. At the 
last spring fair more than half a billion 
dollars worth of goods were sold within a 
week, of which one-half was for export. 

Detailed information concerning the fair 
may be obtained from the Leipzig Trade 
Fair, Inc., 11 West Forty-second Street, 
New York City. 


New Pipe and Nipple Company 
Formed in Greenstone, Pa. 


The Blue Ridge Pipe & Nipple Co., 
Greenstone, Pa., has recently been organ- 
ized and is now in full operation.. A full 
line of black and galvanized nipples is 
being manufactured. 

L. E. Beck and C. A. Wills are the own- 
ers of the company that is located in a 
new one-story building and equipped with 
modern machinery. 


C. E. George Joins Taylor Co. 


C. E. George, for many years the West- 
ern manager of the American Schaeffer & 
Budenberg Corp., Brooklyn, N. Y., has 
joined the Taylor Instrument Companies, 
Rochester, N. Y., and will be located in 
the sales department at the Chicago office, 
58 Washington Street. 


William L. Rodgers Dead 


William L. Rodgers, founder and presi- 
dent of the Pittsburgh Gage & Supply 
Co., Pittsburgh, Pa., passed away at his 
home in that city on Dec. 2. He had been 
in poor health for several months. 

Mr. Rodgers was also the founder and 
head of the Gainaday Electric Co., manu- 
facturer of electric washing machines and 
other household electrical appliances. 


E. L. Wilson Hardware Co. Has 
Issued Catalog No. D28 

E. L. Wilson Hardware Co., wholesale 

hardware distributor of Beaumont, Texas, 


has recently published Catalog No. D28, 
“Covering the complete line of merchan- 





dise which it stocks. No items are shown 
in this new, large catalog that are not 
carried in stock. 

There are twelve departments shown in 
the catalog and kindred items have been 
grouped together as far as possible. 

Catalog D28 has many colored insert 
pages which add to the general attractive- 
ness of the book. The company issued an 
automobile department catalog at the same 
time it published this bcok. 


Capt. Burnet Landreth Dead— 
Was Merchant, Farmer and 


Author 


Capt. Burnet Landreth, for many years 
head of the D. Landreth Seed Co., estab- 
lished in 1784, passed away recently at his 
home in Bristol, Pa. 

Capt. Landreth was a farmer, seed mer- 
chant, author of several authoritative 
works on agriculture and was a captain 
of infantry in the Army of the Potomac. 
In addition, Capt. Landreth was chief of 
the Bureau of Agriculture at the Centen- 
nial Exposition and director-in-chief of the 
later American Exhibition in London. He 
was 85 years of age. 


New Turner Building Started in 
Stockton, Cal. 


The recently consolidated Stockton 
Hardware & Implement Co. and the Tur- 
ner Hardware & Implement Co., have 
started the construction of a $50,000 build- 
ing in Stockton, Cal. 

The new structure will have a hardware 
and household goods area of about 15,000 
sq. ft.; 7,500 feet will be devoted to the 
implement department and there will be 
a basement space of about 15,000 sq. ft. 


True Joins Larson Hardware as 
Vice-President of Sales 


W. H. True, well known in the North- 
west hardware trade, has joined the 
Larson Hardware Co., Sioux Falls, S. D., 
as vice-president in charge of purchases 
and sales. Mr. True has been connected 
with the Marshall-Wells Co., Duluth, for 
the past 20 years. 

The Larson company serves North Da- 
kota, northwest Iowa and southwest Min- 
nesota. 


R. C. Thomas Retires From 
Devoe & Raynolds Co., Inc. 


R. C. Thomas manager of the Eastern 
district for Devoe & Raynolds Co., Inc., 
1 West Forty-seventh Street, New York 
City, has retired from active association 
with the company. He started with the 
Devoe organization many years ago as a 
salesman and during his years of service 
has proved to be one of the most depend- 
able and valuable members of the Devoe 
organization. 

Mr. Thomas is a member of the Devoe 
board of directors. His retirement is 
prompted by poor health. 





Sherwin-Williams Co. Honors 
C. P. Jarden, District Mgr. 


C. P. Jarden, manager of the South 
Atlantic district for Sherwin-Williams 
Co., Inc., Cleveland, Ohio, was recently 
tendered a dinner in honor of his twenty- 
five years of service with the company. 
The Sherwin-Williams company tendered 
the dinner to Mr. Jarden. He came with 
the Sherwin-Williams organization in 1903 
and was promoted to district manager in 
1918. On Nov. 20 of this year he was 
elected a director of the company. 


Pyrene Mfg. Co. Issues 
“What Price Nightmare” 


Pyrene Mfg. Co., 560 Belmont Avenue, 
Newark, N. J., is issuing a new pamphlet 
on fire protection, entitled “What Price 
Nightmare ?” 

The many illustrations in color, particu- 
larly those of the company’s products, add 
to the general attractiveness of the pam- 
phlet. 

Pyrene fire extinguishers of various 
types and Pyrene tire chains are among 
the items described and illustrated. 


A Chicago Gate Spring Hinge 

The Chicago “‘Sagless” gate spring hinge, 
Type 4007, has been placed before the 
trade by the Chicago Spring Hinge Co., 
1500 Carroll Avenue, Chicago, III. 

This hinge is of the pivot type and has 
been designed so that it will not sag, even 
if the gate is wide or heavy. The gate 
operates on ball bearings and the weight 
is not carried by the spring, therefore as 
light a tension as desired may be applied. 

Exterior tension adjustment permits use 
after hinge is applied. The convex lock 
washer forms a ball and socket adjust- 


ment, which automatically aligns the hinge 
pintle. 

Best tempered steel flat wire has been 
used in making the spring. All fittings 
may be applied to the surface of the gate 
and post without mortising. If preferred, 
the attaching plates may be mortised into 
the post, thereby reducing the space be- 
tween the edge of the gate and post. 

Hinges are supplied in iron, brass or 
bronze metal and finished to specification. 
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The Union Ideal Drill Case 


Union Twist Drill Co:, Athol, Mass., 
is offering to the trade a compact sheet 
steel drill case, rotating on a substantial 
base and having drawers that cannot spill. 
Each drawer is made of one piece sheet 
steel and swings on one corner. The 











tents may be easily seen but cannot be 
dropped or put in the wrong place. 

Each size drill is marked by a non-cor- 
roding, two color metal plate which is 
firmly fastened to the drawer and stamped 
in legible figures. The drawers holding 






























wire-size drills are arranged so that odd 
numbered drills are in cne vertical column 
and even numbered drills in the other. 


by 1/64ths. Bit stock drills may be kept 
in the top of the case. 


The case is less than 14 in. high and each 
side is 12 in. wide. Net weight of case, 
38 Ib. 


Two sides of the case have drawers for | 
wire-size drills from No. 1 to No. 80, in- | 
clusive, and on the other two sides are | 
the jobbers’ drills, from 1/32 to 1/2 in. | 


| 
| 
| 


The entire case is finished in durable | 
olive green lacquer having a dull luster. | 


drawers can be pulled out so that the con- | 


| port, 


graphed in five bright colors. 
is said to add a real background for the 


Christmas tree in addition to protecting | 
Each | 


the floor, catching the needles, etc. 
Santa-Cloth is packed in a display box. 
Santa-Mat is an appropriate running 
mate to Santa-Cloth. It is identical as 
to size, design and coloring, but is litho- 


graphed on Anglo-parchment and incased | 


in a large illustrated envelope. 


New Chain Display Rack 


Of interest to the hardware trade is the 
new chain display rack recently developed 
by the American Chain Co., of Bridge- 
Conn. This new sales stimulating 
rack holds from 4 to 12 reels of chain, 
depending on the size of the reel, yet re- 
quires only 134 sq. ft. of floor space. It 






































Santa-Cloth for Christmas Tree | 
Santa-Cloth, which catches all falling | 
needles, particles of trim, etc., from a 


Christmas tree, has been placed on the | 












market by Sigrist Novelties, 173 West 
Madison St., Chicago, IIl. 


It measures 62 in. square and is litho- 


























stands 54 in. high, being 16 in. deep and 
15 in. wide. Being so compact and handy, 
it fits equally well in an aisle or against 
a wall. 

The chain reels being all-metal with a 
coppered finish, with the rack itself finished 
in deep blue, this display becomes an at- 
tractive bit of color to the store. 

A new pamphlet issued by the Ameri- 
can Chain Co. describes this new rack 
and tells how it may be used to display 
any one of seven different assortments of 
chain or made to hold any special assort- 
ment, if such is needed in the interest of 
special conditions. 


Santa-Cloth | 





Patent Novelty’s Pull Toys 


Tumbling Twins and the Boat Boy are 
two new toy items now being manufac- 
tured by the Patent Novelty Co., of [*ul- 
| ton, Ill. 

The Tumbling Twins have a tumbling 





motion as they are pulled along the ground. 
They are finished in bright colors and 
packed two to a carton. The toy is 724 
in. long, 37% in. wide and 6% in. high 
Shipping weight, 9 Ib. 

The Boat Boy has the realistic action 

















of a boy rowing a boat. It is made 1 
lithographed metal and finished in bril 
liant colors. Shipping weight, 5 Ib. per 
dozen. The toy is 8% in. long, 2 in. wide 
and 25% in. high. 


The Nalco Lamp Display Case 


North American Electric Lamp Co., 1114 
South Grand Boulevard, St. Louis, Mo., 
is offering the trade two assortments of 
Nalco lamps. In each assortment an at- 
tractive display case is featured. 

In Assortment No. 1, with the purchase 
of 37 lamps, the dealer is given a display 
case made of heavy grade steel and enam- 
eled in blue and white. It provides space 
for an attractive assortment of 16 lamps 
against a background of velvet. 

Assortment No. 2 consists of 91 lamps 
and the display case with 16 lamps dis- 
played on it. 

The lamps in the assortments include 
clear, frosted, flame tinted and of assorted 






colors. The lamps are said not to dis- 
color, chip, flake-off or turn black. They 
produce a soft, mellow. light, and have 
been designed to withstand shock, jar and 
| vibration. 
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General Market News 





All Market Centers Report 
Good Christmas Trade 


NEW YorRK, Dec. 12.—That the hardware trade throughout the 
country is enjoying a generous Christmas trade, is indicated by 


the reports from all important market centers. 


Not only is there 


heavy demand for holiday goods, but staple hardwaré lines are 


also wanted by the consumer. 


included in the general upward trend of sales. 


All seasonal and holiday lines are 


The growing popu- 


larity of Christmas Clubs together with the generally prosperous 
condition of the country contributes to the good result. 


Jobbers are anticipating little serious trouble in meeting the de- 


mands of the retailer. 


Hardware prices are holding firm and in some instances there is 


a tendency to advances. 
ever. 
Collections are fair. 


Steadiness is a feature at this time, how- 





November Bank Clearings Up 
17.5 Per Cent Over 1927 


The aggregate of bank clearings at 127 
cities of the United States for November, 
as shown by returns to Bradstreet’s, was 
$55,959,889,000, which marks a gain of 
17.5 per cent over November a year ago, 
while showing decreases of, respectively, 
1.6 and 2.1 per cent from October and May 
of this year. 

New York City clearings made up 63 
per cent of the above total, or $35,715,- 
739,000, which total marked a gain of 1.5 
per cent over October and, as already 
pointed out, of 27 per cent over Novem- 
ber, 1927. The total of 126 other cities 
for November was $20,244,150,000, a de- 
crease of 6.9 per cent from October and 
a gain of only 3.9 per cent over Novem- 
ber, 1927. Compared with November, 1926, 
clearings at 127 cities show a gain of 37.9 
per cent, the increase at New York being 
60 per cent and the gain at 126 other cities 
being 10 per cent. 

Bank clearings at 127 cities for eleven 
months of the calendar year 1928 total 
$565,364,999,000, which exceeds by 3.5 per 
cent the total for the entire calendar year 
1927 at the identical cities, is 14.1 per cent 
ahead of the eleven months’ total a year 
ago and is 20 per cent ahead of the like 
period of 1926. New York City for eleven 
months returns a total of $352,509,343,000, 
a gain of 21.8 per cent over a year ago 
and of 33.8 per cent over 1926. The total 
outside of New York at 126 cities for 
eleven months is $212,855,656,000, which is 
again of 3.4 per cent over last year, but 
only 3.5 per cent over 1926. 

In the November, as in the eleven 
months’ compilation, outstanding features 
were the decreases recorded from a year 
ago both in the New England and in the 





Southern groups, with very slight gains 
recorded in the Southwestern cities. Still, 
gains over a year ago were recorded in 
five out of the seven groups, alike for 
‘November and the eleven months’ period. 





Last Week’s Prices Average 
97.3 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale University 
announced Dec. 2 that the previous week’s 
wholesale commodity prices, based on 
Dun’s quotations, averaged 97.3 per cent. 
The October average was 98.8 per cent. 
The purchasing power of the dollar was 
102.8c. on a 1926 basis of 100c. The 
October average was 101.2c. 

Crump’s index for the week on the re- 
vised 1926 level was 93.0. The October 
average was 92.2. 

The Italian index on the revised 1926 
level for the week ended Nov. 24 was 75.9. 
The average for October was 75.2. 





Very High Money Circulation at 
Holidays Is Forecast 


The seasonal outflow of money from 
the Treasury and the Federal Reserve 
banks developed in November, when cir- 
culation increased $180,000,000 to a total 
of $4,987,499,000,000 at the end of the 
month, the Treasury announced Dec. 7. 

Circulation, which was $41.93 per capita 
‘Nov. 30, will continue to increase rapidly 
until the last shopping day before Christ- 
mas. The amount of money in circula- 
tion Dec. 24 will be somewhat higher than 
usual for the date, owing to the fact that 
week-end requirements also must be taken 
care of, says this report. 

The country’s population was estimated 





| at 118,957,000, a gain of about 1,423,000 


in a year. 

The amount outside the Treasury and 
Reserve banks at the end of November 
was $36,600,000 greater than the same date 
last year. 

Mcney stocks Nov. 30 were $8,278,397,- 
000, a $26,000,000 increase over Oct. 31, 
due to some inward movement of gold. 
The stocks were $284,000,000 under last 
year. 

The Treasury held $3,741,522,000 and the 
Reserve banks $1,419,194,000. Federal Re- 
serve notes amounting to $1,770,159,000 
were the largest single class of money 
in circulation, closely followed by gold 
certificates in the amount of $1,030,604,000. 

Gold stocks and bullion were given as 
$4,125,146,000, of which the Treasury held 
$3,230,808,000 and the Reserve banks 
$522,727,000. 


Commercial Failures Decrease 
Sharply Week Ended Dec. 8 


The record of insolvencies in the United 
States makes a distinctly better showing 
the week ended Dec. 8 than was the case 
a year ago, a total of 448 comparing with 
499 failures at this time in 1927, accord- 
ing to R. G. Dun & Co. The previous 
week, the returns covered five business 
days only, and showed 417 defaults, while 
the number two weeks ago was 476. Usu- 
ally the number of insolvencies rises 
toward the end of the year, so that the 
present decline is especially gratifying. 
Except for the Pacific Coast, where an 
increase of only one failure appeared, 
fewer defaults occurred this week than 
a year ago in each geographical section, 
there being a reduction of twelve in the 
East, nineteen in the South and twenty- 
one in the West. With the smaller total 
of insolvencies, those for more than $5,000 
of liabilities in each instance fell to 267 
this week, from 284 in the same period 
of 1927. 

Failures in Canada this week (ended 
Dec. 8), although above recent weekly 
totals, show a small decline from those 
of a year ago. Thus, this week’s defaults 
number sixty-four, against sixty-six re- 
ported to R. G. Dun & Co. earlier in the 
year. 

Bradstreet’s reports 417 failures for the 
week in the United States, as compared 
with 330 for the previous week, and 377, 
405, 381, 358 for the corresponding weeks 
1927 to 1924. The New England States 
had fifty-four, Middle Atlantic 115, West- 
ern eighty-nine, Northwestern thirty-four, 
Southern eighty-three, Far Western forty- 
two. Canada had thirty-seven defaults for 
the week, against the same number for the 
preceding week. In the United States 
about 80 per cent of the concerns fail- 
ing had $5,000 capital or less and 17.7 
per cent had from $5,000 to $20,000 capital. 














HARDWARE AGE for DECEMBER 13, 1928 











(Chicago office of HARDWARE AGE) 

CHICAGO, Dec. 13.—As Christmas approaches, the jobbers of 
Chicago are enjoying improved business. Staple lines are moving 
in larger volume and holiday merchandise is in excellent demand. 
Wholesale stocks are complete and well assorted. 

Prices are generally steady. The only change of note was an 
advance on both raw and boiled linseed oil. 

From indications, advances may be shortly expected on manila 
rope, solder, babbitt, welded chain and brass wood screws. 

Electrical appliances, air rifles, toys, wheel goods, silverware, 
winter sporting goods and cutlery are being favored for gift pur- 
poses. 

Wood cutting tools, axes, circular saws, cross cut saws, and wood 
chopping wedges are moving freely, as the season is at its best. 

Steel mills in the Chicago district are maintaining their recent 
average of 85 per cent capacity. Steel prices are firm. 

The credit situation is unchanged, collections being fair. 





















AIR RIFLES AND PLAY RIFLES.— | BOLTS AND NUTS.—Demand is nor- 


JOBBERS’ QUOTATIONS TO RE- mal, Prices are steady. 
TREES CLS. CONE: JOBBERS’ QUOTATIONS TO RE- 
Air Rifles.—New Remington pump TAILERS, F.0.B. CHICAGO: 
= rifles, $5.00 So S. Carriage bolts, cut thread, 60 per 
ay set (air rifle, target an cent discount; small carriage bolts, 
pells in holly box) $10.50 each. rolled thread, 60-10 per cent discount; 
Play  Rifles.-New savage pump machine bolts, cut thread, 60 per cent 
ply rifile, $3.33 each; Fox double discount; small machine bolts, rolled 
barrell play gun, $2.34 each. thread, 60-10 per cent discount; all 
AUTOMOBILE ACCES SORIES.— stove bolts, 75-10 per cent discount; 


eg . lag screws, 60 per cent discount. 
Anti-freeze solution is in big demand, BUILDERS’ HARDWARE.—Demand 
Prestone sales are leading by a large is fair. Jobbers will be forced to ad- 
margin. Prices are unchanged. vance prices on mortise lock sets after 
POIENS,, DEO ATS FO NE- first of the year. Manufacturers con- 

















TAILERS, F.O.B. CHI 





Improved Business at Chicago— 
Few Price Revisions Made 


very firm. 


AXES.—WNo recent price 


able advances. 


Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, ‘45e. each; Champion Blue 
Box line, 58c. each; A. C. 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.—Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard, No. 21, 
$1.30 each. : 

Pumps.— Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty cord, $4.95; heavy 
duty oversize, $7.05; 33 x 4 Liberty, 
,$9.75; heavy duty, $11. 80; tires, 29 x 
*4.40, $7.60; 32 x 6.50, er, duty, 
$19.80; tubes 30 x su. 5 1.20; balloon 
tire tubes, gray, 29 x 4.40; $1.50. 

Anti-Freeze Mixtures. — Eveready 
Prestone, $3.80 gal. in cans. 

Glycerine.—“G. P. A.,” $1.80 gal.; 
alcohol and glycerine solution, 90c. 
gal. 


Sales are normally active. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Handled axes, first quality, single 
bit, 3 to 4 Ib., $18 to $20 per doz., 
double bit, 3 to 4 lb., $23 to $25 per 
doz.; handled axes, service grade, 
single bit, 3 to 4 lb., $15 per doz.; 
Boy Scout axes, $11.50 doz.; motorist 
hand axes, $12 doz. 


BICYCLES.—Holiday demand is large. 
Factories have dropped talk of prob- 
Prices are now steady. 


JOBBERS’ rag th res TO RE- 
a F.0.B. CHICAGO: 

ouble Bar “Moto-Bike Model, 
$26. 253 ladies’ model, $25. +7 _ 
and boys’ juvenile model, $23. 


template higher prices for butts and 





lamp cords, $11.25 per 1000 ft.; in 1000 
ft. lots, $1 0.50; ¥% in. brush brass key 
sockets, 13c. each; lots of 25, 12%4c. 
each; two-way plugs, 45c, each: in 
lots of 10, 40c. each; two piece at- 
tachment plugs, 7c. each; dry cells, 
boxes of 50, “es each; less than 
case lots, 35c. each 

Electrical Appliances.—Iron Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, $4.75; Percola- 
tor, Universal 9169, $16.65. 

Radio, Supplies.—Radio B batteries, 
D 779 E » oe - ge case lots of 5, 
$1.30; No. each; packages of 
S a '80; No. He A 06 each; “pgp en 

ak 92; No. 48 6, $3.20 each; pack- 
ab of 5, $2.97; ‘No. O88 Layerbilt 
battery, less than standard packages, 
$2.22 each; in original standard pack- 
ages, $2.06 each. 

Radio Tubes. — UX-201A, 97%c.; 
UX-199, pe 46%; UX-227, $2.60; Ux- 
171A, $1. 78%, 


GLASS AND PUTTY.—Glass is very 
active. Stocks are now complete. Fur- 
ther advances are unlikely. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 

Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount; 
double strength A, all brackets, 8&5 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure grade, $4.25 per 100 Ib.; 
commercial, $3.50 per 100 Ib. 


HAMMERS AND HATCHETS.—No 
recent changes in tool prices, which are 
Tools of high quality and 
finish are good sellers for Christmas 
gifts, and holiday packing and display 
will help winter sales volume mate- 
rially. 


JOBBERS’ Bh rey TO RE. 
TAILERS, F.O.B. CHICAGO: 
Hammers.—First quality, 10 oz. 
nail hammers, $12 doz.; 16 oz. ma- 
chinists’ hammers, first ‘quality, $9.20 





CHAINS.—Demand is excellent. 
are firm, with further advances prob- 


able. 


changes. 


hinges soon. 


JOBBERS’ et Se TO RE- 
TAILERS, F.O.B. CHICAGO: 

3% x 3% steel butts, old copper 
and dull brass finish, $3.16 per doz. 
pair in case lots; lene quantities, 
$2.34 per doz. pair; 4 x 4 steel butts, 
old copper and dul) brass finish, $3 
per doz. pair in case lots; less quan- 
tities, $3.12 per doz. pair; heavy steel 
bevel inside sets, $5 per doz. sets, 
case lots; steel bit-keyed front door 
sets, $1.45 per set; wrought brass, 
bit-keyed front door sets, $2.60 per 
set; cylinder front door sets, $6 per 
set. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

% in. proof coil chains, $8.75 per 
100 lb.; Tenesco Bull Dog and Brown 
coil chains, 50-10 per cent discount. 
No. 00-4% wep welded cow ties, 


Prices 


doz.; competitive grade, 16 oz. nail 
hammers, $6 to $8 doz. 
Hatchets.—First suelty hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, No, 2 heme. $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HUNTING CLOTHES.—Cold weather 
has stimulated activity. Steady prices 
prevail. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Drybak waterproof coats, $56 per 
doz.; Drybak breeches, $26 per doz.; 
Drybak hats, $14.30 per doz. 

NAILS, WIRE AND STAPLES.— 
Sales continue quiet at this season, but 
the 1929 outlook is good and prices are 


firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
L.c.l. quantities common wire and 
cement coated nails, small orders out 





$2.75 per doz 
COTTON GLOVES.—Glove manufac- 
turers expect to bring out new lines 
and prices very soon. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO 
8 oz. cotton gloves, $1.35 per dozen. 
ELECTRICAL MERCHANDISE.—Ap- 
pliances are active due to holiday de- 
mand. Wire is firmer, but sales are 
quiet. Prices are without change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Electrical Merchandise. — No. 14 
rubber covered wire, $6 per 1000 ft.; 
in less than 1000 ft. lots, $6.50; No. 18 





of Chicago stock, $3.10 per keg base. 
Mill gor Bas) is $2.95, base. 
Carload (36,0 b.) base for mill 
— atin lewee, Steel cut nails, 
$4 om. 

No. eg” Bae ge wire, $3.30 
per 100 Ib.; alvanized, plain 
wire, $3.85 Pa 08 Ib.; catch weight 
spool galvanized cattis or hog wire, 
$3.80 per 100 lb.; polished fence 
staples, $3.55 per 100 Ib. 


OIL COOK STOVES, HEATERS AND 
SUPPLIES, — Heaters are active. 
Prices remain steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. bey: CAGO: 
Perfection.—No. 2 burners, $18; 

No. 73, 3 on nll os. 25; No. 74, 
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burners, $29.50; No. 279 oil range, 
$129; No, 339 oil range, $140. Deal- 
ers’ discount on net purchases of less 
than $100, 30 per cent; on all net 
purchases including and following 
$100 qualifying order, 33% per cent. 
On all purchases amounting to $250 
or more during calendar year, annual 
bonuses of from 2 to 10 per cent will 
be paid according to volume of busi- 
ness. 

Puritan.—No. 42, 2 burner, $18; No. 
43, 3 burner, $23.25; No. 44, 4 burner, 
$29.50; No. 249 oil range, $122. Dis- 
counts same as Perfection stoves. 

Nesco.—No. 450R, $60; No. 400R, 
$5; No. 215-1105, $51. 50; No. 215, = 
No. 214-1104, $38.50; No. 214, 
213-1103; $30.50; No. 213, $23.50; No 
212-1102, $23.50; No. 212, ‘$18; No. 211, 
$10. Prices quoted are for Nesco 
Zone No. 1, including Chicago terri- 
tory and are subject to dealers’ dis- 
eount of 3344-5 per cent 

Ovens Perfection. — No. sai, A 
burner, plain door, $2.50; 211G, glass 
door, $2.70; No. 122G, 2 burner, glass 
swing door, $6.20. 

Puritan.—No. 42G, 2 burner, glass 
drop door, $5.50; No. 42, 2 burner, 
steel drop door, $5.25. Dealer’s dis- 
counts on Perfection and Puritan 
ovens the same as on Perfection 
stoves. 

Nesco Ovens.—No. 12, $1.80; No. 05; 

: Ay 5; No. 010, $3.90; 
, $4; No. 026, $4.50; 
030, $5; No. 30, 
~ $6; No. 301, $6.30. 
Dealers’ discount 33-5 per cent. 

Perfection and Puritan Wicks.— 
$3.75 per dozen, $45 per gross, Deal- 
ers’ discount same as _ Perfection 
stoves. 

Oil Heaters.—Perfection No. 
$6.25; No. 525, 


1670, $14.50. Perfection 
Firelight Heaters, No. 1526, $9.75; No. 
1686, $16.50. Dealers’ discount same 
as Perfection cook stoves. 

_Nesco Oil Heaters.—No. 12, $5.50; 
No. 15, $7; No. 016, $8.25; No. 1600, 
$9.75; No. 0190C, $10.50; No. 1900C, 

; No. 0190D, $10.50; No. 1900D, 
No. 0190E, $10.50; No. 1900K, 
; No. 505, $11.25; No. 605, $12.75; 

. 705C, 705D and 705E, $16. 

Discount 30-5 per cent. 

Nesco Wicks, Cook Stove. — $3.00 
per doz., same discount as Nesco 
stoves. Nesco oil heater wicks, No. 
348, 40c. each list; No. 515 Giant, 
list, 75c. each. Discount on Nesco 
heater wicks, 30% per cent. 


PAINTS AND OILS.—Usual demand. 
Prices on both boiled and raw linseed 
oil have been advanced; current prices 
are quoted. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. CHICAGO: 
Linseed Oil Raw.—Barrel lots, 87c. 
per gal.; 5 barrel lots, 80c. per gal. 
Linseed Oil, Boiled.—Barrel lots, 
_ per gal.; 5 barrel lots, 82c. per 


Denatured Alcohol.—Barrel lots, 
68c. per gal.; steel drums, extra, $6, 
returnable. 

Turpentine.—Drum 73c. 
gal. net. 

White Lead.—100 Ib. lots, $13. = 50 
Ib. lots, $6.75; 25 Ib. lots, $3.40; 12% 
Ib. lots, $1.75. 

Shellac (4% lb. cuts).—White, $2.58 
per. gal. in barrel lots; orange, $2.26 
per gal. in barrel lots. 

English Venetian Red.—In barrels, 
Bde. per lb.; in 100-Ib. lots, 6%4c. per 


Tle. 


PYREX WARE.—Demand for gift pur- 
poses has increased. Prices are the 
same, 
JOBBERS’ > iy pab Bh go TO RE. 
TAILERS, F.0O.B. CHICAGO 
Bread Pans.—No, ne. $7.20 doz.; 
No. 214, $12 
_New Handied Casseroles. — Round 
No. 622, $14 doz. 


Oval, i . 633, $14 
doz.; Shallow Oval, $12 doz.; 
643, $14 doz. 


lots, per 


‘ Dry Paste.—Barrel lots, per 
. 


No. 642, 
Na 0. 642 


Pie Plates.—No. 208, $6 per doz.; 
No, 209, $7.20 per doz. 
Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, 8 doz 
Utility’ Pans.—No. 231, 38 doz.; No. 
232, $14 doz. 
$3.43 per set. 


Gift Sets—No. 515, 





ROPE.—Manufacturers seem to expect 
by Jan. 1 an upward price change on 
manila rope. Sisal is also strong. Or- 
ders are mostly for early 1929 delivery. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO 

Best manila, standard brands, base, 
20c. per lb.; No. 2 manila, 18c. + 
lb.; No. 1 sisal, 15c,. per Ilb.; No. 2 
sisal, 14c. per Ib. 


SAWS, CROSS CUT AND WOOD.— 
Better demand is reported, due to 
colder weather. Prices remain steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

5 ft. narrow Champion tooth, $1.55 
each; 5% ft. wide Champion tooth, 
$2.10 each; 5% ft. wide Lance tooth, 
$4.35 each: 4 ft., one-man Champion 
tooth, $2.45 each. 

Single braced frame common tooth 
blade, $8.25 doz.; double braced frame 
common. tooth blade, $10.40 doz.; 
double braced frame, tuttle tooth 
blade, $11.40 doz. 


SAWS, HAND.—Best demand is for 
high grade saws. Prices remain steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

26 in., $29.50 doz.; 26 in., $33 doz. ; 
26 in., $49.95 doz.; $pecial, 26 in., 
Competition, $6.60 doz. 


SCREWS.—Prices are strong, especial- 
ly on brass lines. Sales are at normal 
volume. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Flat bright screws, 47% per 
round head blued, 42% per cent; 
flat head brass, 40 per “cent; round 
head brass, 35 per cent. Larger or- 
ders 10 per cent less. 


SHOVELS AND SCOOPS.—Furnace 
scoops are in good demand. Prices are 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO 

No. 2 shovels, intermediate grade, 
polished, $14.50 per doz.; No. 2 shov- 
els, common grade, polished, $12.50 
per doz.; No. 10 grain scoops, pol- 
ished, $15 per doz.; No. 12 grain 
scoops, polished, $16 per doz.; D 
handle furnace scoops, intermediate 
grade, $8 per doz.; D handle furnace 
scoops, competitive grade, $5.25 per 


doz. 
Snow shovels, black, long handles, 
steel, $4.40 doz. Galvanized, 17 x 16 


in. blade, $10 doz. 


SOLDER AND BABBITT.—Manufac- 
turers’ prices are higher, but as yet no 
change in jobbers’ prices in this mar- 
ket. Sales are very lively. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

Warranted 50-50 solder, $35 per 100 
lb.; medium 45-55 sold, $33 per 100 
Ib.;. tinners, 40-60 solder, $30.50 per 
100 lb.; high speed babbitt metal, $20 
per 100 lb.; standard No. 4, babbitt 
metal, $12 per 100 Ib. 

STEEL SHEETS.—Still no change in 
local prices, although manufacturers 
have advanced prices 10c. per cwt. The 
manufacturers are using % of 1 per 
cent cash discount basis, but jobbers 
here will not abandon the old 2 per 
cent ten day terms. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
24 gage galvanized sheets, $4.65 
per 100 lb.; 24 gage black sheets, 

$3.80 per 100 Ib. 
STOVES.—Parlor heaters continue in 
good demand. Steady prices prevail. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Crusader’ black ffinished parlor 
heater, $19.50 each; Crusader porce- 
lain enamel finish, $26.50 each; Tap- 
pan wood Cola Parlor heater, $51.26 
each; 16 in. Economy, $66.95 each; 


Economy, $72.45 each; oil heater, 12 
in., $6 each; oil heater, 14 in., $8 


cent; 





each; oil heater, 16 in., $9.50 each; 
oil heater, 18 in., $11.50 each; hot 
blast with mica door and ashpan, 
nickel trim, 12 in., $11.30; 14 in., 
$12.70; 16 in., $14.65; 18 in., $16.65. 


STOVE GOODS.—Good quality shov- 
els and dampers are active. Prices are 
low and steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Coal hods, galvanized, 17 in., $4.50 
to $5 doz.; dampers, reversible spin- 
dle, 6 in., $1.25 doz.; dampers, non- 
reversible spindle, 6 in., .$1.15 doz.; 
elbows, 28 ga., 6 in., corrugated, $1.35 
doz.; fire shovels, colored handles, 
heavy fine finish, $2 doz.; pipe, 28 ga., 
6 in., lle. to 18c. joint; rugs, con- 
goleum stove, 4% x 41%, assortment 
of 6, $8.28 assortment. 


VELOCIPEDES.—Holiday demand is 
large. Speed bikes are especialy active. 
Stocks are complete. Prices remain 
unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Tubular velocipedes, equipped with 
balloon tires, ball bearing wheels, 18 
in. front wheels, 12 in. rear, $7.25 
each; 22 in. front wheels, 14 in. rear, 
$9.25 each. 
VENTILATORS.—Colder weather cre- 
ated better demand. Prices are with- 
out change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 
Diamond E—Metal frame _ cloth 
ventilators, 8 in. hgt, opening, 16 in. 
x 33 in., $4.40 dozen; 20 in, x 39 in., 
$4.80; 11 in. hgt. opening, 16 in, x 
33 in., $5.20 doz.; 20 in. x 39 in., $5.60 
doz. Continental, steel frame, cotton 
cloth, 833, $4.50 doz.; 837, $4.75 doz.; 
1137, $5. 50 doz.; 1145, $6.30 doz. Con- 
tinental, wood frame, cotton cloth, 
836, $3.60 doz.; 937, $4.50 doz.; 1537, 
$5.85 doz. 


WAGONS. — Christmas 
large. Stocks are complete. 
remain steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

14% x 33% steel wagon, 10 in. disk 
wheel, % in. tires, $3 each; 16 x 36 in. 
wood wagons, 10 in. wheels, % in. 
tires, $2.85 each, 

WEATHER STRIP.—Excellent demand 
at unchanged prices. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O0.B. CHICAGO: 

Home, Comfort, $32 per 1000 ft.; 
Nu-Strip, $15 per 1000 ft.; Bomeco, 
type, A, % in., $2.40 per 100 ft.: Bo- 
meco, type B, 1% in.. $3.20 per 100 
ft., Bomeco, type AR, % in., $2.40 per 
100 ft.; Bomeco, type BR, 1% in., 
$3.20 per 100 ft.; TacEzy 36 x 36 
window, 90c. each; TacEzy, 42 x 42, 
$1 each; Tac-Ezy, 3 x 7 ft. doors, 
$1.25 each. 


WINTER SPORTING GOODS.—Holi- 
day business is large, though colder 
weather would greatly stimulate the 
demand. Prices remain the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Key clamp rocker, men’s and boys’, 
bright finish, 75c, pair; half key 
clamp rocker, women’s and girls’, 
cast steel polished runners, $1.00 
pair; half key clamp hockey, women’s 
and girls’ best steel runners, $1.35 
pair; children’s extension bob skates, 
polished, 35c. pair; nickel plated, 45c. 
pair; Union tubular ice skate outfits, 
$4.60 outfit; Nestor Johnson fiyer 
outfits, aluminum finish, $5.25 outfit; 
Nestor Johnson flyer outfits, nickel 
plated, $6.00 outfit; Strand skiis, 
edgegrain pine, 4 ft., 60c. pair; 5 ft., 
90c. pair; 6 ft., $1.30 pair; Strand 
skiis, mahogany finish, 4 ft., 80c. 
pair; 5 ft., $1.10 pair; 6 ft., $1.50 pair. 

Sleds.—Flexible flyer sleds, 35 per 
cent off list. 


demand is 
Prices 
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NEW YORK, Dec. 11.—As we go to press Christmas is exactly two 
weeks away. The rush for gift items is starting. The daily sales 
volumes reported look very encouraging. Next week will probably 
see substantial increases. Though there are no important short- 
ages announced it is likely that there will be some difficulties with 
popular gift items during the next week. All kinds of hardware 
suitable for holiday gift use and many specialties are in active de- 
mand. Strictly staple shelf merchandise is being bought in suffi- 
cient quantities only for current requirements. 

Though there are few important price changes being announced, 
there is a very definite firmness in all lines and many rumors of ad- 
vances. The opinion of the local trade is to the effect that practi- 
cally all changes made for the first of the year, will be upward ad- 
justments. This view encourages a cheerful outlook for 1929 busi- 
ness. Certain builders’ hardware items are being advanced. 

Collections are ey eo 


ASH SIFTERS.—Current demand con- | BUTTS.—Steady demand at prices 















Holiday Merchandise Dominates N.Y. Market 


—Trade Sees Prices Firm; 












tinues active. Prices are the same and ! shown. Stocks satisfactory. 
stocks are ample. This item and kin- JOBBERS’ QUOTATIONS TO RE- 
dred lines have been selling since the me acines. are men roe K: | 
steel butts, 3% by 3%, in case lots, 
recent cold spell started. 18%c. per pair. Less than case lots, | 
JOBBERS’ QUOTATIONS TO. RE- 19¢, per pair. 
TAILERS, F.0O.B. NEW 





CARPET SWEEPERS.—Fairly active 
as practical gift item. Prices not ex- 
pected to change. 


Rotary ash sitters, $2 eac a 
ASHCAN TRUCKS.—Like ash sifters, 









this item is moving in good quantities. 
Pri h fy & q JOBBERS’ QUOTATIONS he. RE- 
rices are uncnange TAILERS, F.0.B. NEW YOR 
JOBBERS’ ty agile? Ae ae. RE.- Carpet sweepers, Standard, ee each; 
TAILERS, F.0O.B. NEW YOR | Universal, et eee v= 9.00 ease Uni- 
‘ versal, nickel plated, 3.8 each; 
Moore's Handy Ashean Trucks, No. Grand Rapids, japanned, $3.67 each; 






0 2.2 
an $2.20 each, and No. 60, $1.85 Grand Rapids, nickel plated, $4 each; 
Elite, $5 each; Princess, $4.17 each; 


BATTERIES.—Radio demand continues and | American a" $4.50 each; 
“ee " ° Sterling, $2.10 each 

very good. Ignition type in fair de- 

mand. Prices on complete line firm | CLOCKS.—Very good. Those special- 















and stocks adequate. izing on gift departments are featuring 
JOBBERS’ QUOTATIONS TO RE- clocks and watches, with sales reported 
en seagpnee 3 F. — ; ree sce good. Prices are not expected to change. 
y cells, o. 6, gnition type, s +4 
9%c; Ne. Till, same type, ste. Stocks are in good condition. 
each. JOBBERS’ QUOTATIONS TO RE- 
Hercules, No. & ignition type, 23c. TAILERS, F.0.B. NEW YORK: 
eac n lots o 
° . Alarm clocks, Big Ben, $2.29; same 
amiestagterign, No.,77h ez, caching" | luminous, $8.16; Baby Ben and Baby 
* Ben luminous take same respective 





$1.22 each; in units of 5, $1.14 —: 


No. 763, $1.05; in units of 5, prices; Ben Hur, $1.76; same lumi- 









each; No. 772 (vertical type), $2.06 nous, $2.46 

each; in units of 5, $1.92 each; heavy Blue Bird, luminous dial, $1.76; 
duty, vertical type, No. 770, $3 each; Blue Bird, $1.22; Sleepmeter, $1.40; 
in units of 5, each. Layerbilt, Sleepmeter, luminous dial, $2.10; 
No. 486, $3. 20 each; units of 5, $2.97; American, $1.05. 

New Layerbilt, No. —. $3.22 each; Auto clocks, Westclox, plain, $1.76; 





in units of 5, $2.97 each. 





same, luminous, $2.46. 
BOLTS AND NUTS.—Moderate de- , 
mand limited practically to current re- + aggre ating active ee - 
quirements. There has been no fur- ~org nero saad fi ee 
ther word of possible advances on or igen nll, ade stge- Prana 

JOBBERS’ QUOTATIONS TO RE- 

















about Jan. 1, but at the same time TAILERS, F.0.B. NEW YORK: 
there has been no denial of the rumor. Flashlights, No. 2602, 68c.; No. 2630, 
Stocks appear fair. 84c.; No. 2631, 68c.; No. 2612, $1.10; 
JOBBERS’ QUOTATIONS TO RE- No. 2672, $2.08; No. 2674, $2.08; No. 
4 697, $1.49; No. 2642, $2.73; No. 2644, 
TAILERS, F.0O.B. NEW YORK: 273: N . , 
isin tan. hale tet. Bebe $2.73; No. 2660, 84c.; No. 2634, $1.17; 
Triag' ’ " No. 2619, $1.43; No. 6993, $2.63; No. 

lots, 60 per cent off list. 

2634, $3.57. Prices are each and net. 
Stove bolts, 80 per cent off list. Flashlight t t N 71 
Machine bolts, % by 6 and smaller, ee & = Sega pe “+ ; 
$6.06; No. 16, $6.06; No. 04, $4.08 each. 





4 and 10 yy on to 1 A pa 
ee ee FLASHLIGHT UNITS.—Good replace- 
Coach screws, 55 off list. Case lots, ment trade reported, with prices the 










Bind. A, ee a same. Stocks appear ample. 











Maybe Higher 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. NEW YORK: 
Eveready Flashli * unit cells, No. 
=. Sg No, 706, 13c.; No. 710, 
; No. 40c.; No. 750, 13c.; No 
961, ise: an 950, 6i4c: No. 935, 
6i6e.; No. 409, $2%6c.! No. 705, 19% 
No. 790, 13c.; No. 791, 13c.; No. 00. 
13c. Prices are each and net. 


ICE SKATES.—In view of the fact 
that there has been no outdoor skating 
in this territory, the current demand 
may be considered very good. Holiday 
demand probably helps this end of the 
business. Prices are as shown and 
not expected to change. The first pro- 
longed snap of freezing weather will 
bring outdoor skating and likely a 
shortage in popular numbers. This is 
usually the situation. Wholesale stocks 
are adequate for current needs. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Ice skates, hockey tubular outfits, 
with shoes, aluminum, for men or 
women, $5.25 per pair; same nickeled, 
$6.25 per pair. Racing tubulars, the 
same prices in aluminum _ finish 
nickled finish for men, $6.50; for 
women, $6.25. —. sizes 4 to 11 
women’s sizes 3 to 9. 

Club skate outfits, with shoes, for 
men, sizes 4 to 11; for women, sizes 3 
to 9, $3.85 per pair. 

Men and boys, all clamp club 
skates, 9 to 11% in., cast steel pol- 
ished runners, 84c. per pair; same 
nickel-plated, $1.19 per pair. Same 
hockey model, $1.31 and $1.69 per pair 
respectively. 

Women’s club skates, leather back 
strap, cast steel runners, $1.12 per 
pair; same nickeled, $1.44 per pair: 
same hockey model, $1.57 and $2 per 
pair respectively; 8 to 11 inches. 

Extension bob skates, 6 to 9 inches, 
450. per pair. Skate key, 5c each; 
skate holder, $5.25 each. Skate sharp- 
ener, 18%c. each. 

Ice creepers, No. 1, 13%c. per pair; 
No. 2, 15%c. per pair, and No. 9, 32c. 
per pair. 


NAILS.—As in the case of most staple 
lines, the demand is only moderate. 
Prices are about the same. Stocks are 
adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Common wire nails, bright, 44d. 
$4.25 per keg; 6d, $4 per keg; 8d, 
$3.85 per keg; 16d, $3.75 per keg: 
20d, $3.65 per keg; common. wire 
nails, galvanized, 4d, $6.75 per keg: 
6d, $6.50 per keg; 8d, $6.35 per keg, 
and 10d, $6.25 per keg. 

Wire box nails, smooth, 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, $4.35 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.85 
per keg; 8d, $6.60 per keg, and 10d, 
$6.50 per keg. 


PRESTONE.—Sale is increasing. Busi- 
ness to date very good. Prices are 
firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Prestone in 1% gallon cans at 
$3.60 per gallon; in one gallon cans, 
$3.60 per gallon, and in half gallon 
cans, $3.80 per gallon. N. B.—These 
prices are all given per gallon, not 
per can. 








—— 














RADIATOR SHIELDS.—Steady sale at duty oversize, $7.25; 32 x 4 Liberty, 
$10.20; heavy duty, $12.10; tires, 29 x 


firm prices. 4.40, $8; 32 x 6.20, heavy duty, $17,40; 

JOBBERS’ QUOTATIONS TO. RE- tubes, 30 x 3%, $1.40; balloon tire 

TAILERS, F.0.B. NEW YOR tubes, gray, 29 x 4,40, $1.65; 32 x 6.20, 
Radiator shields, Gem, +, so $3. 

2 } + ot 1- gi 0 plo. sleet ine TREE LIGHTS.—Demand is starting 

6, $6; No. 6b, #6; 'N 7, $6. 0: No. 8, now. Local distributors predict a ban- 
7. ese prices are st per each i i i 

and subject to dealers’ discount of 30 ner year on this line. Prices not ex- 
r cent. These models with water pected to change. 


umidiners are $1 extra each, list. JOBBERS’ QUOTATIONS TO RE.- 


SASH CORD.—Normal sale, with TAILERS, F.0.B. NEW YORK: 
No. 842.—Propp 8 light Mazda ex- 


prices the same, as shown. tension outfit, $1.23 each; in standard 
JOBBERS’ QUOTATIONS TO RE- pkg. quan. of 50, $1.20 each; No. 83— 
TAILERS, F.O.B. NEW YORK: Propp 8 light Mazda extension out- 
Sash cord, Samson Spot, No. 8, 65c. fit, $1.48 each; in standard pkg. 

to 67%c.; Aetna No. 8, 30c. to 33%c.; quan. of 50, $1.44 each; No. 80— 
ae ag "No. 8, 39c. to 41c.; Sachem, Propp 8 light Mazda extension out- 
38c. fit, $1.73 each; in standard pkg. quan. 

we 7 is 1c. higher and No. 6 is 3c. | of 50, $1.00 each; No. 72—Propp 7 


higher on all brands. a xe multiple set Pa een vol 
A F : proof, $2.74 each; in standard pkg. 

SCREWS.—Fair demand, with prices quan. of 30, $2.67 each. 

No. 864—Propp 8 light carbon out- 





firm. fit, 75c. each; in standard pkg. quan. 
JOBBERS’ igh gs pg RE- | of 50, 70c. each; No. 3500—Noma 7 
TAILERS, F.0O.B. NEW | light Mazda twinkling outfit, weath- 
Wood screws, fiat head ieee ‘en, erproof, $3.94 each; in standard pkg. 
47% - 10-10; round head blue, 42%4-10- | quan. of 50, $3.84 each; No. 116— 
round head, iron, nickel plated, | Noma 15 light Mazda twinkling out- 

orig: 10-10; flat head galvanized, 20- fit, weatherproof, $4.54 each; in stand- 
10-10; flat head, brass, 40-10-10; | ard pkg. quan. of 25, $4.43 each; No. 
round head, brass, 37% -10-10. These 3020—Propp Mazda tree star, $1.80 


discounts apply ‘to new standard each; in standard pkg. quan. of 30, 
screw lists. | $1.76 each; No. 305—Propp 12 in. 
Machine screws, flat and round | plain wreath, $1.16 each; - standard 

head brass and iron, 70 per cent | pkg. quan. of 10, $1.13 each 
discount. | No. 310—Propp 12 in. silk wreath, 
| $2.05 each; in standard pkg. quan. 


TIRES AND TUBES.—Sale is fair. | of 10, $2 each: No. 306— ropp 6 in. 


Prices are the same. | pe Rn i IR og IW 
Standard pkg. quan. 0 eac. 

JOBBERS’ QUOTATIONS TO RE- | No. 1600 Noma—14 in. holly wreath, 

TAILERS, F.0.B. NEW YORK: complete with 8 Mazda lamps, §3 


Tires and Tubes.—Mansfield tires, each; in standard pkg. quan. of 10, 
30 x 3% Liberty Cord, $5.45; heavy | $2.93 each; No. 3000—Propp electric 
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show fair volume. 





chimes, $1.48 wre in standard pkg. 
quan. of 50, each. 

No. 308 Prope 3% in. copper re- 
flectors, $2.75 gross; packed 8 in a 
box, 18 boxes of 8 in standard car- 
ton; No. 76 Mazda lamp asst., 
packed 100 asst. lamps in box, $7.80 
per C; No. 78 Mazda lamps, solid 
colors, red, green, yellow, orange. 
white, blue, purple, packed 10 in a 
box, $7.80 per C; No. 99 Mazda lamp, 
pore sam, 2 base for No. 72 or No 
3500 outfit, 18%c. each; packed 19 
of a color in a box. Colors, red, blue, 
green, orange, opal, yellow. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Christmas tree stands, Gem, 30c. 
each; Crown No. 2, 65%c. each; 
Crown No. 3, $1.09 2-3 each. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Continental, metal frame, No. 833, 
$4.50; No. 837, $4.75; No. 845, $5.20; 
No. 1137, $5. 50; No. 1145, $6.30; No 
1437, $7.30; No. 1445, $8.10. Prices are 
per doz. net. 

Continental wood frame ventilators, 
No. V836, $3.60; No. V923, $4.06; No. 
V937, $4.50; No. V949, $6. 10; No. V959, 
$6.75; No. V1537, $5.85; No. 1549, 
$7.80. Prices are per dozen, net. 

Diamond E, metal frame, No. 01, 
$4.40; No. 02, $4.80; No. 03, $5.60; No. 
1, $5.20: No. 2, $5.60; No. 3, $6.40 
No. 4, $7.60; No. 5, $8.40. Prices are 
per dozen net. 

No. 01B, $3.60; No. 1B, $4.40 





Holiday Merchandise Continues Very 
Active— Volume Good During November 


(Cleveland office of HARDWARE AGE) 
CLEVELAND, Dec. 11.—Holiday merchandise is moving in good 


volume and other lines continue active. Jobbers’ sales during No- | 


vember were practically the same as in the same month a year ago. 
Christmas three outfits and lamps are in heavy demand. Wheel 
goods are moving well and flashlight batteries are also an active 


holiday item. Sleds and skates, which have been rather quiet, show | 
more life. The demand for cutlery and allied lines got a rather | 


late start for the holiday trade, but the demand is now brisk. 
The market shows a firm tone. Prices are out on poultry netting 


and wire cloth for next year, these being about 5 per cent higher | 


than this year. The 1928 prices on screen doors and windows have 
been reaffirmed for next year. In builders’ hardware manufactur- 


ers have withdrawn prices on lock sets preliminary to an expected | 





advance. 
AUTOMOBILE TIRES AND ACCES- | 30x3.00-20 10.20... 1.80 
SORIES.—Tire chain has started to 32x5.00—22 11.75 ae 1.90 
in fai i 28x5.25—18 11.10 te 1.85 
move in fair volume and window fronts ent seis 15s as 190 
for cars are in good demand. There is 30x5.25—20 11.90 13.85 2.00 
also considerable activity in alcohol og rE “- 6S 
and anti-freeze solutions. 29x5.50—19 12.65 14.80 2.25 
JOBBERS’ QUOTATIONS TO RE- 20x5.50-—30 — Be oe 
TAILERS, F.0.B. CLEVELAND: fee pt assis 15.76 = 
— 32x6.00—20 ia 16.55 2.40 
Regul Cote 33x6.00—21 Ses 17.10 2.55 
: ro — 34x6.00—22 pea 17.80 2.50 
Size oe ee. wk 35x6.00—23 ey 18.55 2.55 
‘ Tubes Eac 30x6.50—18 ior 19.15 2.50 
27x4.40—19 $7.20 a ia 31x6.50—19 ne es 19.55 2.60 
29x4.40—21 7.60 $9.50 1.50 32x6.50—20 caihe 19.80 2.70 
30x4.50—21 8.45 11.05 1.60 33x6.50—21 meee 20.40 2.85 
28x4.75—19 9.15 cue 1.65 30x6.75—18 tite 20.30 2.85 
29x 4.75—20 9.55 wR 1.70 32x6.75—20 yon 21.40 3.15 
30x4.75—21 9.95 pe 1.75 33x6.75—21 pea 22.15 3.20 
29x5.00—19 9.90 ne 1.75 34x7.30—20 oe 30.30 3.45 











Mansfield High Pressure Cords and 


Tubes 
Casings Heavy 


Heavy Duty 

Duty Tubes 

Size Each 
| SR enr $5.85 $1.20 
30x3 14 Extra Size Cl.. 7.05 1.30 
he ee 8.85 1.30 
32x3% ..... ha te . 10.05 1.60 
Ree 11.10 1.90 
| eer 11.80 2.00 
Serre 12.40 2.05 
34x4 - 12.95 2.30 
_. . SS ee 15.55 2.36 
A eee 16.20 2.45 
ND ch a oahiw's ana coro "16.70 2.50 
SABRES Re 17.85 2.70 
ae een 18.40 2.80 
33x5 21.15 3.20 
33x5 22.70 3.40 


Mansfield Truck Cords: 


Truck 
Cords Each 
$20.05 $2.35 
20.75 2.45 
21.50 2.50 
25.55 2.95 
28.25 3.20 
30.35 3.30 
31.05 3.40 
27.35 3.80 
32.40 5.05 
42.45 5.05 
46.60 5.40 
60.15 7.05 
65.35 7.65 
85.35 9.45 
91.60 10.20 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

First grade single\bitted, rustless. 
black finished handled axes, $19.50. 
base, per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 


61 


TREE STANDS.—Sales beginning to 
Biggest demand will 
likely start this week. Prices not ex- 
pected to change. 


VENTILATORS.—Steady sale reported 
and expected to continue. 
the same. 


Pricgs are 


AXES.—Jobbers continue to get a fair 
volume of current orders. 











per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increases for dozen 
lots weighing 42 to 48 in, and similar 
advance for each 6 Ib. additional 
weight increase, 


BATTERIES.—Radio batteries are in 
good demand. Prices are unchanged. 


JOBBERS' QUOTATIONS TO RE.- 
TAILERS, F.0.B. CLEVELAND: 


B & C Radio Batteries: 




















Unit Broken 

Packages Lots 

ice ah sdakwasecewe $1.14 $1.22 
he Sere 1.30 1.40 
[NE peavenduecaeee 1.92 2.06 
te SSR 2.33 2.53 
_ , Serre eres: 2.80 3.00 
Pk EE cactdvaasbaced 2.97 3.20 






wy Cell A_ batteries, No. 7111, 
%c. in standard packages; 40c, in 
Hed en lots; Columbia igniter dry cell 
batteries, 32%c. in standard pack- 
ages; 36c. in broken lots. 


BOLTS AND NUTS.—Sales are fair, 

but ood ea as heavy as a few weeks ago. 
facturers will probably reaffirm 

ory prices for the first quarter. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread, % in. x 6 in. and 
smaller, 60 and 10 per cent off list; 
additional discount of 10 per cent is 
allowed for full case lots of one size. 
Stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 
packages. 


BUILDERS’ HARDWARE.—Manufac- 
turers have withdrawn prices on lock 
sets, on which announcement of an 
advance is expected shortly. Jobbers 
are still quoting their old prices, but 
may withdraw these at any time. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

In case lots, lock oe $5.25 per 
doz.; heavy strap hinges, 6 in., $1.45 
per doz.; in., $2.38 per doz.: extra 
heavy T hinges, 6 in., $1.73 per doz.; 
7 in., $2.40 per doz. 

Butts, ease lots, 3 in., 17%c. per 
pair; 3% ib.. 18c. per pair; 4 in., 24c. 
per pair; for less than case lots. all 
sizes are lc. to 2c. per pair higher; 
Butts with sand blasted finish are 4c. 
per pair higher 

Ornamental hinges, standard finish, 
$1 per doz.; nickel finish, $1.25 per 
=; sand blasted finish, $1.20 per 
oz. 


CORRUGATED ROOFING.—This 
dull at present. 
JOBBERS’ terion TO RE.- 
TAILERS, F.O.B. CLEVELAND: 
28-gage corrugated roofing, 26 in. 
wide, $3.88 for 1% in., and $3.83 for 
214 in. for 10 squares or more. 


GAME TRAPS.—The demand is fair. 


JOBBERS’ era a TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Victor traps, No. 0, $1.10 per doz.: 
No. 1, $1.38 per doz.; No. 1%, $2. 44 
per doz.; Oneida jump, No. 0, $1.59 
per doz.: No. 1, $1.83 per doz.; No. 
144, $2.81 per doz. 


GLASS BAKING WARE.—Jobbers are 
getting liberal orders to fill out stocks 
for the holiday trade. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
Casseroles.—Round or oval, 1 at., 
$1; 1% qt., $1.17; 2 qt., $1.33; square, 
$1.17: casseroles with fancy covers, 
35c. higher. 
Pie Plates.—S8in., 50c.; 9 in., 60c.: 
10 in., 67c. 
{Bread Pans.—No. 212, 60c.; No. 214, 


‘titty Dishes.—No. 231, 67c.; No. 
232, $1.1 

Teapots. on cups, $1.67; 4 cups, $2; 
6 cups, $2.3 


GLASS cones AND CELL-O-GLASS. 
—There is some activity in cell-o-glass, 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Cell-O- Glass in 100-ft. rolls, 12c. 
per hg glass cloth in 100-yd. 
rolls, 24c. th aq. yd. 


ICE SKATES.—Orders, which have 
been rather light, have piced up con- 
siderably. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. CLEVELAND: 
Union Hardware Co. line; Alumo 
shoe skates, standard model, $6.75 

r pair; special, $5.50 per pair; pro- 
essional, $8 per pair; Crusader, $4 
per pair; clamp skates, No. 624, 84c. 
= yair; No. 1624%, $1.19 per ir; 

. 1724%, $1.62 per pair; No. 524%, 
$1.27 per pair; No. 5624, ladies’, $1.12 
per pair; No. ‘56241, ladies, $1.44 per 
pair; No. 624%, ladies’, $1.05 per pair; 
children’s extension bobs, per 
pair; self-contained, ball bearing 
rolis, $1.20 per doz.; malleable iron 
skate keys, 36c. per doz.; stamped 
steel keys, 30c. per doz.; Union skate 
sharpeners, $1.85 per doz.; tan straps, 
% in. x 20 In., fi-s0 per doz. pair; 
% in. x 28 in., $1.85 per doz. pair; 
™% in. x 20 in., web, $1.10 per doz. 
pair; % in. x 28 In., web, $1.40 per 
doz. pair. 


LANTERNS.—There is still a fair de- 
mand for lanterns. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CLEVELAND: 
Victor, hot blast lanterns, $8.50 per 
doz,; Blizzard, $13.25 per doz.; D-Lite, 
$13.25 per doz.; large fount, D-Lite, 
$14.50 per doz.; Little Wizard, $9 per 
doz.; same with red or green gold, 
$11 per doz. 


LAWN HOSE.—Quite a few orders are 
still being placed for spring shipment. 


JOBBERS’ QUOTATIONS alte RE- 
TAILERS, F.O.B. CLEVEL 

2-braid molded uncoupled an, “% 
in., 6%c. per foot; % in., 7%c. per ft.; 
¥% in., 8%c. per ft.; coupled hose is 
Ye, per ft. higher. 


LAWN ROLLERS.—tThese are. still 


dull. 
JOBBERS’ QUOTATIONS TO RE 
TAILERS, F.0O.B. CLEVELAND: 
No. 4 lawn rollers, 18 x 24 in., ow 
bearings, $10 each; No. 5, 18 x "24 
with ball bearings, $12. 165 each: No. 
7, 24 x 24 in., with ball bearings, 
$14.50 each. 


NAILS AND WIRE.—The demand is 
rather quiet. Manufacturers have not 
yet announced first quarter prices. 
While there has been some talk of an 
advance, this seems rather doubtful. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 

Nails, y omonpagt | shipment, car lots, 
$2.65 per keg; less than car lots for 
either factory or stock shipment, 
$2.85 per keg. 

No. 9 galvanized wire, a 30 per 
100 Ib.; No. 9 panenis wire, $2.85 
per 100 Ib.; polished fence staples, 
$3.30 per 100 Ib.; galvanized fence 
staples, $3.55 per 100 Ib. 

Barbed Wire.—Barbed wire. stock 
shipment, Lyman, 4 point, $3.08 per 
80-rod spool. Hog wire, $3.33 per 
80-rod spool. 

OIL AND GASOLINE STOVES AND 
OIL HEATERS.—There is some activ- 
ity in oil heaters and Radiant type of 
gas heaters, and quite a few orders 
are being taken for gas and oil stoves 
for spring shipment. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Perfection oil stoves, white porce- 
lain with built-in ovens, No. 339 
with 5 superfex burners, $140; No. 
279, $120: stoves, No. 74, 4-burner, 
$29.50; No. 73, $23.75; No. 72, $18. 

Puritan oil range, white pecomen: 
with built-in ovens, No. 24 2; 
stoves, No. 44, 4- warner $29.50; No. 
43, 3-burner, $23. No. 42,. $18. 
Puritan pressure og white porcelain 
range with built-in oven, No. 759 








PAINTERS’ 


POULTRY NETTING 
CLOTH.—Prices 


next year. 





$128: stoves, No. 714, 4-burner. $38: 





but glass cloth is quiet. 





No. 713, $33; No. 703, 3-burner, $26.50. 








Ovens, Perfection, No. 211, 1- 
burner, plain door, $2.50; No, 211G, 
glass door, $2.70; No. 122G, 2-burner, 
glass swinging door, $6.20. Puritan, 
No. 42G, 2-burner, glass drop door, 
$5.50; o. 42, 2-burner, steel drop 
door, $5.25. 

Oil heaters, Perfection, portalle 
So gg burning room heaters, No. 
1686, Peroginia, Pyrex globe, 
$16.50; "le 1526, black japan, Pyrex 
glove, $9.75; No. 1530 ry drums, 
nickeled trimmings $9.25 No. 525, 
black drums and Pi dedees $7.25. 

Dealers’ discount on net purchases 
of above items of less than $100, 30 
per cent; on over $100, 33% per ce nt. 
jRadiant type gas pressure heaters 


Nesco oil cook stoves, No. 212, 
11.50 each; No. 214, $14.60 each; No 
14, $18.60 each; No, 850 range, $46.55 
each; shelf or 2-burner cook stoves, 
$3.50 each; same for 8-burner, $4.35 
each; same for 4-burner, $5.35 each: 
Nesco oil heaters, No. 015, $4.35 each 
No. 016, $5.45 each; No. 0190, $7 each: 
No. 505, Giant, $7.45 each. Rock 
weave wicks, $2 per doz. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Mixed paints, first quality, $2.60 
per gal. for colors and $2.75 to $2.80 
for white, 

Turpentine, in  bblis., 78c. per 
gal.; less than bbl., 93c. per gal. 

Linseed oil in bbls., 9144c. per gal.; 
less than bbl, $1.06%c. per gal. 

White lead in 100-lb. kegs, 13'%c. 
per lb.; in 60 and 25-lb. kegs, 13% 
per lb.; in 12%-lb, kegs, 14%c. per 
Ib. Quantity discounts, 500 Ib. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 

Enameling lacquers, $1.20 to $1.65 
per qt. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Poultry netting, galvanized after 
weaving, 50 and 10 per cent off list: 
galvanized before — 50, 10 
and 10 per cent off lis 

Wire cloth, per 100 —, ‘ft., 12 mesh, 
black, $1.95; 14-mesh galvanized. 
2.60; 14-mesh bronze, $6.10; 16-mesh 
bronze. $6.50. 


PREPARED ROOFING.—The demand 
is light. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Popular grades, light, $1.13 per 
roll; medium, $1.35 per roll; heavy, 
$1.50 per roll; slate surface roofing, 
$2.50 per roll. 


RADIATOR AND REGISTER 
SHIELDS.—These are moving fairly 
well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
Radiator shields, Gem, adjustable. 
on 1, $4; No. 1-a, $4.50; . 2, $4.50; 
+ a5 No. 4, $5; No. $5.50: No. 
e oy No. 6b, $6; No. 7, 36.50: No. 8. 
$7. These prices are list per each 
and subject to dealers’ discount of 30 
per cent. These models with water 
humidifiers are $1 extra each, list. 
Register shields, Gem No. 1, floor 
type, $12; No. 10 floor Sa $10; No. 
2, wall type, $6, and 20, wall 
type, $5.20. Prices are net to dealers 
per dozen. No. 1 and No. 2 are 
oxidized copper. No. 10 and No. 20 
are black enameled. 


RADIO EQUIPMENT. —The demand 
for AC tubes is in excess of the supply 
and manufacturers cannot keep UP 
with orders. Radio sets continue to 
move well. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Tubes, CX No. 112A, $2.75; CX No. 
326, $2.25; CX No. 327, fi — No. 380, 
$4.25; CX No. 371A, $2. 





SUPPLIES. — Painting 
materials are rather slow at present. 


AND WIRE 
on poultry netting 
and wire cloth have been announced for 
These are approximately 
5 per cent above this year’s prices. 
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Philco 6-180-volt, 
power units, $32; 


AB-686, 
AB-286, 


socket 
$39; AB- 


382, $45; 6- 150- volt, AB- 663 and AB- 
456, $27; AB-623, $33; 4-volt, AB-463, 
$27; AB-423, $20; 6-volt, A socket 


power units, A-603, $16.50; B socket 
units, B-86, $21; B-603, $16.50; Phileo 
trickle charger, TC-60, $6. 


ROPE.—Some business is coming out 
for spring shipment and there is a fair 
current demand. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Best grade manila rope at 20%4c. 
per |b. for factory shipment and 21c. 
per lb, for stock shipment; sisal rope, 

l6c. ‘per lb, for factory shipment and 
16%c. for shipment from stock. 
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$2 a ton advance on galvanized sheets 
following the mill advance, but so far 
hardware jobbers have not changed 
their price. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CLEVELAND: 
24-gage galvanized sheets at $4.40 
per 100 Ib. 
WEATHERSTRIPPING.—This is not 
moving as well as recently. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. CLEVELAND: 
Home Comfort weatherstripping in 


cartons and in 500-ft. reels with reel, 
3%c. per ft.; Airseal, 500-ft. spools, 





2c. per ft 


SHEETS.—Steel jobbers have made a | 
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Copper weatherstripping, Tac-Ezy, 
36 in. window sets, 90c. each; 42 in.. 
$1 each; 3 ft. x 7 ft. door sets, $1.25 
each; coil strip, 1 in., $3.85 per 100 
ft.; 1% in., $4 per 100 ft. 


WINDOW VENTILATORS. — Some 
slowing down is reported in the de- 
mand, 


JOBBERS’ yor egy TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Diamond E adjustable ventilators, 
8 x 33 in., $3 per doz.; § x 39 in.. 
ee es ‘in., $5.20 per 
. $5.60 per doz.; 11 x 
per doz. 
Continental adjustable, cloth. No 
937, $4 per doz.; No. $49, $5.40 per 
doz.; No. 1537, $5.20 per doz.; No 
1549, $6.95 per doz 





MINNEAPOLIS, Dec. 11.—Every thought is now attuned to the 


necessity of Christmas shopping, 


Twin Cities are filled with shoppers, well started in the annual rites 
of worship at the shrine of St. Nicholas. 
ing enacted in all trade centers and prospects of a fitting finale to 
In many of the communities the 
farmers are reported to be holding their crops for a higher market 


the year’s business are good. 


in which they would appear to be 


In the potato-growing sections of the district those who dug their 


crops are awaiting a better price 


price does not return them a profit on their investment. 
example of the attitude toward immediate marketing and the con- 


sequent deterring factor in trade. 


Prices are for the most part steady, showing but few changes. 


In fact, it is expected that present 


first of the year, when the wholesale houses have completed inven- 


tories and are squaring away for 


screws have advanced five points. 


Christmas Shopping Is Now in Full 


Swing in Twin Cities Market 


(Minneapolis Office of HARDWARE AGE) 
and the streets and stores in the 


The same scenes are be- 


justified. 


than 20 cents per bushel, which 
This is an 


prices will prevail until after the 


the new year’s business. Brass 





AXES.—Sales show a steady market, 
with prices firm, 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Single bit, base weight, unhandled 
axes, $15 to $16.50; double bit, $20 to 
$21.50; single bit, handled, $19.50; 
double bit, handled, $24.25 doz., net. 


AUTOMOBILE TIRES AND TUBES. 
—Demand is seasonable, with prices 
firm. 


JOBBERS’ avetAmers TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
pianeceld tires, Liberty cord, ”, Ps 
$6.10; 7, < ‘duty oversize, $8.3 
Paloen tires 4.40, $8.70; 29 7 
4.40, $9.15; 36 x 5 “$13; 82°x 6, heavy 
duty, $21. 10; 32 x 6.20, heavy duty, 
$24.85 each, less 5 per cent. Mans- 
field tubes, tan, 30 x 3, ines lots, 
$1.50; case lots (12), $1.40; 32 x 4, 
single 


$2.25; case (12), 32 x 6, single, 
3.10; case G2); 32 x 6.20, single, 
3.50: case (12), $3.40 each, less 10 
per cent. 


BALE TIES.—This item is still selling 
well. Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 
oxy nsie J bale Fae 9% x 14, $1.64; 
‘48; 9% x 14, $1. 68 per 


iB Y 
$1.85; case (12), aie: 30 x 5, single, 





+ &, ®, 


BUILDERS’ HARDWARE.—Building 
for this year is practically completed, 
and deliveries of finishing hardware 
are light. Projected building for the 
coming year is now claiming some in- 
terest. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 


3 x 3% steel butts, old copper 
and dull brass finish, 19$c. pair in less 
than case lots, 18c. pair in case lots; 
4 x 4 steel butts, old copper and dull 
brass finish, 26c. pair in less than 
case lots, 25e. pair in case lots; broad 
bevel steel inside sets, old copper or 
dull brass finish, one piece knobs, 
less than case lots, $7 doz. sets, case 
lots, $6.75 doz. sets; steel bit-keyed 
front door sets, $1.85 per set; cylinder 
brass outside trim, bit-keyed front 
door sets, per set, $1.85; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair: heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 
in., 62c. doz. pair; 4 in., T8ce. doz. 
pair; heavy plain tee hinges, 4 in., 
1.06 doz. pair; 5 in., $1. 

6 in., $1.40 doz. 
pair; extra wage pain, sap eee. 4 


in., $1.28 - Py , $1.58 doz. 
pair; 6 in., doz. are? 8 in., $2.83 
doz. pair; 1 ya $4.53 doz, pair, net. 


COAL HODS.—Sales are steady, with 





good volume. Prices show no changes. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Japanned open coal hods, 17 in., 
$3.35; 18 in., $3.85; Japanned funnel, 
17 in., $4.30; 18in., $4.90; galvanized 
open, 17 in., $4.65; 18 in., $5.40; gal- 
vanized funnel, 17 in., $6; 18 in., $6.80 
doz., net. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Demand is 
light, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Eaves trough, 28 ga., 5 in., S.B. 
slip joint, in crates, $5.25 per 100 ft.; 
6 in., 0; conductor pipe, 28 ga., 3 
in., in crates, not nested, $5.10 per 
100 ft.; 4 in., $7.15; 3 in., galvanized 
corrugated conductor elbows, $1.73 
doz.; 4 in., $2.88 per doz., net. 
FILES.—Sales are steady, with stocks 
ample for the call. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Nicholson files at 50 per cent, and 
Riverside files, 60 per cent from lists. 
GALVANIZED WARE.—Demand is 
good for sgme items, such as ash cans, 
tubs and baskets. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
,ntandard 10 qt. galvanized pails at 
2.55; 12 qt., 2.70; 14 qt., we. 16 at. 
stock pails, $4.70; 18 qt., $5.50; stand- 
ard galvanized tubs, No. 1, $7; No. 
2, $7.90; No. 3, $9.20; heavy galvan- 
ized tubs, No. 1, $12.85; No. 2, $14.05; 
No. 3, $15.25 doz., net. 
GLASS AND PUTTY.—The heavy 
part of fall sales has passed, and de- 
mand is steady, though lighter. Prices 
show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Single and double strength glass, 
Minnesota prices, 83 per cent from 
lists; strictly pure putty, in 50 Ib. 
steel drums, $4.85 cwt., net. 
NAILS.—Deliveries are light, due to 
the lateness of the season. Prices show 
no changes. 
JOBBERS' QUOTATIONS TO RE- 
TAILERS, F.0O.B. TWIN CITIES: 
Standard wire nails and cement 
coated wire nails in 100 Ib. kegs at 
$3.10 per keg base. 
OIL STOVES AND HEATERS.—Call 
for heaters is fair, with stocks well as- 
sorted. Oil stoves are still selling to 
some extent. Prices have not changed, 
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vintane QUOTA TIONG Te RE- one aree, 23e.. pnd gmaier, than STOVE SHOVELS.—Sales are show- 
’ 0.8. ; - n., 238c.; 7] rade sisal rope, : : . 
No, 600, Nexco oll stoves, $80 each; 170. \b., —_—o = ' ing a fairly good demand. Prices have 
9 oo 919 5 7 ‘ ‘ ‘ 
N03 nhole $28.60 ‘each, toss ‘30-6 per | SANDPAPER.—Demand is still fairly | not changed. — 
cent, ; perteesen, = on, —— good from decorators. Sales to shops vila, que Tae’ Jia 
Bays ‘Supe rfex bernere 010; ha, 279, and factories are well up to seasonal Stove shovels, japanned, 14% in., 
$120. Stoves, N. 74, 4 burners, $29.60; requirements. Prices are unchanged. |  %c.; Jumbo, japanned, 21% in., $1.35; 
No, 73, $23.26; No: 72, $18. ‘Puritan JOBBERS’ QUOTATIONS TO RE Jumbo, } japanned, Tbe. yo net 
, , . an rege , ge ER 
Seale ovonn, Bie 20, beth, ‘steven, TAILERS, F.0.8. TWIN cities: | TIN.—Deliveries in this line are  nor- 
No. 44, 4 burners, $29.50; No. 43, 3 He ost grade sandpape , No. ts 80c. | mal for this time of the year. Prices 
burners, $23.50; No, 42, $18. l’uritan ver box o sheets; second grade, , ‘ 
reassure Kus (gasoilne} white porce- No, 1, 67¢, per box of 76 sheets; | Show no changes. 
fain range with built-in ovens, No. garnet No. 1, $16.75 per ream, net, } a te QUOTATIONS Te ne 
769, $128; stoves, No. 714, 4 burners, ‘RE —_-Sale ; . A , F.O.B. $ 
109, fi ito yeu, No. 714, 4 ones SCREWS. Sales show a fair volume, Purnshe coke te, ICL, ae & 30. 
26.50 list. with prices unchanged, except on brass $14.50 box, and roofing tin, IC, 20 x 
e. nen 42.60: xe. 211 PR ea screws, which have been advanced five a8 in., . Ib. oa, ened box, “ 
door, $2.76; No.’ 122G, 2 burner, points in the discount, see: oat i aR le ca een. 
glass swing door, $6.20; Puritan, No. JOBBERS’ QUOTATIONS TO RE o be a popular item In sales, an eal- 
ee Pe me TAILERS, F.O.B. TWIN CITIES: ers are keeping their stocks well filled. 
door, $6.25 list. : ; Flat head, bright wood screws, 60 Prices are firm as quoted. 
Perfection and Puritan oll stove per cent; flat head japanned, 37% 
wicks, $3.75 doz.; $45 gross list. : per cent; round head blued, 46 per JOBBERS’ QUOTATIONS TO RE 
Perfection oll heaters, No. 1686 cent; round head tron nickel plated, TAILERS, F.O.B. TWIN CITIES: 
green vorcelain Pyrex globe $16 60: 25 per cent; flat head brass, 40 per Weather strip, wood - felt, % 
No. 1526. black’ Japan, yo globe, cent; round head brass, 35 per cent in., $2.10; % In., $3; in., $4. 20; 
$9.7! oc No. 530 black 2 anned, from lists. rele, $3.75 mag ig <i ‘Boni y, full 
nickel trimming, $9.25; No. 626, black SK ATES.—Skate departments of the reels, 90.19 Per “» nie 
drum and trimmings, $7.25; list with tore e b P ith WINDOW VENTILATORS.—Demand 
discounts as follows: Dealers’ dis- stores are very busy, with every pros- is wor ood, with stocks well filled 
oo oe net perchases of less than pect for good sales all during the holi- Pri y = pe : : 
a per cent; on a ne pur- . eee ricesS are . 
chases Including ‘and following $100 day season. Stocks are full and prices : y . 
qualifying order, 33% per cent: on firm. JOBBERS ie et A ae | a 
all purchases amounting to $250 or TAILERS, F.0.B. TWIN Cl J S: 
more during the calendar year, an- JOBBERS’ QUOTATIONS TO RE- Continental, metal frame, No. 833, 
nual bonuses will be paid according TAILERS, F.O.B. TWIN CITIES: | $4.50; No, 837, $4.75; No, 845, $5.20; 
to the volume of business. Ice skates, No. 1624, men's 84c.; Noy Ee RO ae shin ad _ 
, ~ > P No, 624%, $1.19; No. 924%, $3.31; No. of, 00; No, 5, 10, ce re 
PY REX OVENWARE. - - Demand 18 4 3: N 5%. § t “s’ sk per doz., net. 
good, with stocks well filled Prices Benin $1.24: No. erg2aat $3 50, ates, Continental wood frame ventilators, 
4 : q 424%, $1.81 ‘per pair, net. Genuine No. V836, $3.60; No. V928, $4.05; No. 
are firm as quoted. Nestor Johnson North Star, alumi- V937, $4. 50; No. V949, $6. 16; No. V959, | 
JOBBERS'’ QUOTATIONS TO RE- num finish, $6.75; nickel finish, $7.75 $6.75; No. V1537, $5.85; No. 1549, 
TAILERS, F.0.8. TWIN CITIES: ep imag jE F | 
y ” aanaee : ‘ ~ . . , amond EK, ate 2, No. ; 
Rh. oy eg MNF. SOLDER.—Demand is fair, with ample $4.40; No. 02, $4.80; No. 03, $5.60; No. 1 
$1.33; No. 212 bread pans, 60c.; No. stocks on hand. Prices have not | 4; $0.20, No.2 $5.60; (NO. 3 ose: , 
9 > ne M i e ° OU, 2 ~ e R 76 é 3 
plates, 0c; No. 231 utility dishes, changed. per doz., net. 
Bre. ; No, 12, tea pots, $1.67; ; No. 26 vifvene Fr QUOTATIONS Te ne- WIRE.—Demand is steady, though re- 
teapots, $2.33 and No. 953 percolator 4 > ae 
tops, 7c. each, net. Strictly half and half solder at 34c., wong the arsemig tes the eo oF 
y er : : Hy : Bio and warranted half and half solder Is item, rices Nave not changec 
oe org = — nen at 85c. a Ib. in 160 Ib. boxes, net. satin mmaeanition tn tn ‘ J 
_ steady, — with t rst - STEEL SHEETS.—Call is _ steady, TAILERS, F.O.B. TWIN CITIES: — ¢ 
aaem over. fr tocks are well assorted, | though reflecting the season of the oat ee onst> pn ey — a 
with prices firm. year. Prices have not changed. barbed, wire, 3.26 per $0- re fpool: § 
JOBBERS’ QUOTATIONS TO RE- ‘. painted cattle barbed wire, per n 
TAILERS, F.0.B. TWIN CITIES: vine ote Fes 7a, F- 80-rod spool; painted hog barbed 
Cast iron registers, 20 per cent, eens weer re wire, $3.18 per 80-rod spool; No. 9 
and wrought steel registers, 40 per Galvanized) steel sheets at $4.75 (base), smooth galvanized wire, $3.55 
cent from lists. 1 eae 3 Sso0e net a a ewt.; No. 9 (base), smooth black 
. sheets ; 3.9 “wt, ase ra.); > 4 . " 
REGISTER AND RADIATOR] Armeo galvanized iron, 24 ga., $6.65 wearin. to fairi - 
SHIELDS.— Demand is good and cwt., net. : —— ae oe 
prices unchanged. STOVE PIPE, ELBOWS AND DAM.- | 2 retail way, with stocks ample. Shops 
° PERS.—Call is normal, with good | and factories are still buying for imme- 
JOBBERS’ QUOTATIONS TO RE- ‘i E r r c 
" Resleter nivide, Lae ee stocks from which to draw. Prices | diate needs. Prices show no changes. 
' egister shields em, No. 1, floor ’ & 
pnt: Sooieaneriyper std;'So_ | show no changes, TJOBBERS, QUOTATIONS TO RE ; 
4 wall type, $6, and Ne. 3 wee type, JOBBERS’ QUOTATIONS TO RE- Agricultural wrenches, 60-10 per st 
$5.20. Prices are net to dealers per TAILERS, F.0O.B. TWIN CITIES: cent: key model wrenches, 45 per me 
ee Bo BP lb Dy Fpl mw 4 , Stove pipe uniform blued, 28 ga., cent; engineers’ wrenches, 50-50 per 
= saad agele Grit knocked down. $11.80 ber bun’ | Sent, and Prime "pibe wrenches, 65 
dared; . 8 , . : st. emis ‘a 
erie tee ssn Sea elbows, $1.27; adjustable charcoal aoe sleeve nuts 10 tn, $1.70; 12 in. 
No 3" 35 No. 4. "G5. N . Ny $5.80: see’ iron, 6 in. elbows, $2 doz.; cast iron, $2.60; 15 in., $2.75 each, net. 
NO 6: No 6 > $6: + 35 50° No 8 wood handle, dampers, 6 in., $1.25; Snap- on Wrenches. — Radio and | 
‘9 — pnd anal 7, $6.60; 3 me, coil handle, $1.15 doz., net. ; electrical sets in metal cases, $2.75; BI 
and subject to dealers’ discount of 30 | STOVE BOARDS.—Sales are fair, _ on’ fe ao tS Bet Re one 
per cent. These models with water with the first rush of the season past. 404, Flexible Socket Set, +9 a 34 608. 
humidifiers are $1 extra each list. , 9 Ch 
" Prices have not changed. Crankease Drain Plug Sockets, $3.20: 
ROPE.—Call for rope is steady. Prices No. 90, Square Socket Set, $3.70; No. to 
hav t ch d JOBBERS’ QUOTATIONS TO RE- } 1817, Giant Snap-on_ with extra ber 
ave not changed. | TAILERS, F.0.B. TWIN CITIES: | heavy duty ratchet, $27.35 list, less 
JOBBERS’ QUOTATIONS TO RE- | Crystalized stove boards, 28 x 28, | 33144 per cent discount. 
TAILERS, F.0.B. TWIN CITIES: | $16; 30 x 30, $18.60; and 36 x 36, | Crescent, 6 in., $5.64; 8 in., $6.96: . 
Best grade manila rope, 7-16 in. | $25.95 doz., net. and 10 in., $8.64 doz., net. 
n 
n 
$ 
1 
- $: 
0 
Are you a retail hardware salesman? Turn to ba 
age 49 and learn of the opportunity offered ~ 
deri 
you to win one of three cash awards 
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Pulse of New England Business 


Quickens as Christmas Draws Near 


(Boston office of HARDWARE AGE) 


30STON, Dec. 11.—The pulse of New England’s hardware business 


quickens as Christmas draws near. 


Shelf hardware jobbers are 


somewhat pushed in keeping abreast of the incoming tide of orders. 


There is nothing sensational about the character of trade. 


Buying 


naturally runs very largely to holiday goods, but there is a surpris- 
ingly large tonnage of staple hardware moving into retail hands, 


consequently the market is a broad one. 


While the volume of ag- 


gregate daily business is much larger than it was a week ago, job- 


bers still report retailers are extremely cautious. 


The retail policy 


is to purchase goods in small amounts, but to buy often. 
Various reasons are advanced for the growing conservative char- 


acter of retail buying. 


It is said it costs the retailer more to do 


business than heretofore owing to the necessity of maintaining auto- 
mobile delivery, while high rents, slow charge account payments, in- 
creasing cost of labor and the high cost of borrowing money from 


banks are all factors. 
ever. 
of large stocks. 


conducting his business on a sound basis. 


He has to spread his money out more than 
It is better business to allow the jobber to carry the burden 
In the final analysis the jobber feels the retailer is 


One thing is certain and 


that is failures in the retail hardware field are comparatively few, 
and while everybody could handle more business very nicely, the 
hardware situation is on a healthy, sound foundation. 





ANDIRONS.—Some of the largest lo- | 
cal retailers are selling quite a few! 


andirons for Christmas gifts. These 
stores have worked up a sizable busi- 
ness during the past few years. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B, BOSTON: 

Andirons.—Prices range from $2.40 
per pair net, in black finish, to $10.50 
for burnt antique brass. 

Fire Sets.—Prices range from $3.90 
per set net, in black finish, to $8.70 
for burnt antique brass. 

Fire Screens.—In black finish prices 
range from $42 to $48 per doz. net. 
AIR MOISTENERS. — Among the 
staple lines of hardware selling are air 

moisteners. 

JOBBERS’ QUOTATIONS "alos RE- 
TAILERS, F.O.B,. BOSTON 

Air Moisteners.—Standard makes, 
silver colored, $6 per doz., net; gold 
colored, 

BICYCLES AND TIRES.—Indications 
are as many bicycles will be sold this 
Christmas season as last year. Sales 
to date are on a par, according to job- 
bers. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B, BOSTON 

Bicycles.—Men’s, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type, with double bar, 
$32.75. Women’s, 20 in., $32.75; boys’, 

18 in., $29. 

_Tires.—Guaranteed, 
$2.75 per pair net; Thornproof, 
of 25 pair, $3.40 per pair. 

CARVERS.—As might be expected at 
this time of the year, retailers are or- 
dering carvers. Most retailers carry a 
small yet well balanced stock. 

JOBBERS’ eT eon di RE- 
TAILERS, F.O.B, BOS 
_Carvers.—Stainless pie ‘beef, 3 
Piece sets, stag handle, $3.50 to $6 
net per set; with ivory handles, $3.40 


lots of 25 pair, 
lots 


| 








| assortment, 





to $5; with handles, $5 
to $s. 

Bird.—In 
to $3.75 per 
$2.50. 

Game.—lIn pairs, with stag handles, 
$2.75 to $5.75 per pair; with ivory 
handles, $3.50; with pyrohorn han- 
dles, $3.75 to $4.75. 


pyronhorn 


9 97 
s-e0 


handle, 
with ivory handles, 


Stag 


pairs, 
set; 


CHRISTMAS TREE HOLDERS.—This | 


line is active. 
JOBBERS’ Be A ee. ao RE- 
TAILERS, F.O.B, BOST 
Tree Holders.—Hall, 
net; Ball, $1.75; Crown, 2 in., 
3 in., $12.50. 


CHRISTMAS TREE OUTFITS.—More 
and more people are using Christmas 
tree outfits inside and outside the home 
during the holidays, and the logical 
place for them to buy same is the re- 
tail hardware store. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. BOSTON: 
Outdoor.—No. 110, 10 light, clear. 
in less than standard packages. $5.6 
per set, net; in standard pack 
$5.50. With assorted colored la 
in less than standard sastndae 
per set; in standard packages. 
Window.—No. 161, in lots 
than 10 sets, $2.40 per set net; 
lots of 10, $2.35. 
Outfits. — Tree, 
Mazda, No. 842, 
lots, $1.23 each net, in carton 
50, $1.20. No. 8000, S$ light, 
battery, in less than cartons, 
per set, net; in cartons, $1.31. 
fancy, in less than cartons, $1.60, in 
cartons, $1.56. Eight light, fancy, 
tungsten, No, 108, in less than car- 
tons, $1.73; in cartons, $1.69. Seven 
Mazda, multiple, No. 72, in less than 
cartons, $2.74, in cartons, $2.67. 


CLOCKS.—Clocks are moving in good | 
volume, declare jobbers. The average | 
retailer, they say, is carrying a good | 
especially of the medium 
priced clocks. 


es per doz. 
$7.50; 


$5.94 


of 


inside, 
in less than carton 
lots of 
Mazda. 
$1.34 
Same, 


| sachusetts has speeded up sales of 
| munition during the past week or so. 
' 


, Massachusetts 


JOBBERS’ et ee. TO RE- 
TAILERS, F.0.B. (eeer 


Clocks. —Ww estcl 


sed 
is allows 


line. a *Th rift 


> cent 


<4 pe 
P _ Waterbury. 


ve r alarm, T5e. : 

Tel Tale, s 

compe tit ive, 

its of a, 9 i 

FL ASHLIGHTS AND BATTERIES.— 
Flashlights always make an acceptable 
gift during the holidays or at any time. 
Many retailers are stocking up in ex- 
pectation of a good holiday buying 
movement. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. wep-tonigigeon = 
, Batteries. — Eveready i 

. 935, 6% 
.: No. it 
791, 13c.; No 
6c.; No. 7 
0. 750, 13c.; 
_Flashiight 
. 2602, 68c 
2631, 
> 0, BAC. 


GUNS AND AMMUNITION. — The 
opening of a short deer season in Mas- 
am- 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. a 


Prop Shot. —Air rifle 


“Shot Guyuns.—Singl 
12 and 16 gage, 
in lots of less iy 1 
in lots of 10, $6.85. 
Rifles.—Hamilton,  .22, 
action, No. 43, $2.60 each 


ICE CREEPERS.—Ice creepers 
selling in a limited way to retailers in 
Maine, New Hampshire and Vermont. 
retailers have not 
bought many as yet. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. BOSTON 
ice Creepers.—Feathe¢ rweight, Nos 
1, 2 and 3, $3.75 per a pair; New- 
ark, $3.65: Acme, $1.35; Union, $1.6 
Eagle, $1.35; Neversli men's, $2.44 
ladies’, $2.44. 
KIDDIE KARS.—Jobbing sales to date 
are quite satisfactory. Distributors 
feel it is to be one of the best years on 
record for this class of toys. 


JOBBERS' a oat. TO RE. 
TAILERS, F.O.B, BOSTO 

Karts.—No. 201, $2 eax af net: No 
202, $2.67; No. 203, $3.34; No. 204, $4: 
No. 205, $4.67 

Koasters.—No. 60 
606, $7.83 

Strotiers.— With 
$3.34 each net: No 

Tenders.—No. 1605, $3 
No. 1606, $3.67 

Kars.— Spe 1 No, 101, $1.50 
net; No. 10 3, $2.50 
104, $3; 

Kars.—Pedal, r No 
$2.67 each net: Ne 3.33 


are 


5, $7 each net; No 
handle, N« 1651, 
"$4 34 

each net: 


1665 


each 
; No. 
No 

124, 


Spring 
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2, wall type, $6 and No. 20, wall type, 
$5.20. Prices are net to dealers per 
dozen. No. 1 and No. 2 are oxidized 
copper. No. 10 and No. 20 are black 
enameled. wood wa 
SCALES.—Scales have sold remark- ft., 30c. 

ably well during the past week. As a| SNOWSHOES.—In common with skis, 


gift scales are very acceptable. snowshoes are selling very well. Some 


rei 7 ft., $3.67; 7% ft., $4.17; 8 ft., 


Poies.—With rattan washer and 
iron points, 5 ft., 57c. each net; with 
sher and iron point, 4% 





Sort Y ircreaaaaes No, 156, $3.67, No. 

5 * 

PYREX WARE.—tThere is a steady 

flow of Pyrex ware out of jobbers’ 

stocks. Most of the buying, however, is 

confined to the popular selling items. 
JOBBERS’ rp tis 4 TO RE- 











TAILERS, F.O.B. BOST 

Pudding Dishes.—Oval, il 032, 1 
gt. 57c. each net; No. 033, 1% at., 
7c.; No, 034, 2 Gtr, ne. Shallow oval. 
No. "042, 1 qt., 5 * No. 043, 1% qt., 
67c.; No. 44, 2 qt., Cc. 
Platters.—Well Ba tree, No. 372, 
$2 each net. 

Custard Cup.—No. 410, 3 oz., Te. 
each net. 
Tiles.—Round, No. 723, 67c. each 
net; oval, Nos, 733 and 743, 67c.; 
square, No, 753, 67c. 
Frames.—Casserole, No. 849, to fit 
1 267 or 622, $1.08 each net; No. 
850, to fit Nos. 268 or 623, $1.25; No. 
849 1%, to fit Nos. 293 or 632, $1. 50: No. 
850%, to fit Nos. 294 or 633, $1.75. 
Pie plate to fit No. 209, $1. 


RADIATOR SHIELDS.—Now that 
winter fires have been lighted there is 
a broader market for radiator shields. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON 

ie gg Shields.—_Gem adjustable 
No. 1, $4; No. l-a, $4.50; a, $4.50; 
No. 3 $5; No. 4, $5; + 35°40" No. 
6, $6; No. 6-b, $6; No. 36.80. Nos, 
$7. These prices are yA per each 
and subject to dealers’ discount of 
30 per cent. These models with 
water humidifiers are $1 extra each, 
list. 

Register shields, Gem, No. 1, floor 
type, $12; No. 10 floor type, $10; No. 






































come orders for skate straps. 
dent, based on current buying, that re- 








JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.8. BOSTON: 

Scales.—House, Onan No. 412, 
$1.60 each net; No. 1412 $1. 90; Co- 
pee No. 6021, $1. 25; No. 1602i, 

Bathroom. — Universal, No. 9300, 
$10.50 each net; Health-O-Meter, 
$10.50; in lots of four, $9.50. House- 
hold and baby, No. 425, $3.40 each 
net. 


SKATE STRAPS.—With an improve- 
ment in the demand for ice skates has 
It is evi- 


tail stocks are limited. 
JOBBERS’ ron, TO RE- 
TAILERS, F.O.B. BOST 
Straps. — Skate, an common 
buckle, % x 20 in., black and russet, 
$1.70 per doz. pair net; % x 30 in., 
$2.40. Patent leather, % x 20 in., 
black and russet, $2.38; 54 x 30 in., $3. 
SKIS.—More activity is noted in the 
market for skis. Jobbers are well sup- 
plied and are giving orders prompt at- 
tention. 
JOBBERS'’ ae gE pad TO RE- 
TAILERS, ore BOST _ 
—Ash, ft., $1.8 


Skis 
net; Sig ft., $2. Ps 6 ft., 32. 67: “6% vod 





jobbers say they will be cleaned out of 
stock in another week or ten days. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0.B. BOSTON 
Snow Shoes.—Not including slip- 
pers, 11 x 42 - 6 per pair net; 13 
x 46 in., $6.75; 12 
x 42 in., $6; 10 : 36 in., $4.25. 


VENTILATORS. — November _ sales 
were fully up to those in the corre- 
sponding month last year. So far this 
month jobbers have shipped out more 
stock than they did a year ago. 


JOBBERS’ Se oavate ale RE- 
TAILERS, F.O.B. BOST 

Ventilators. — Fs ah sliding 
screen, Continental wood frame ven- 


tilators, No. V836,° $3.60; No. V923, 
4.05; No. V937, $4.50; No. V949, 
6.10; No. V959, $6.75; No. V1537, 
$5.85; No. V1549, $7.80. Prices are 


per dozen net. 
Continental, 

$4.50; a. 

No. 1137 $5.5 

1437, $7. 20; No. 1445, $8. 10.’ Prices are 


per ‘dozen’ net. 
os E, metal frame, No. 01, 
.40; "$4. 80; No. 03, $5.60; No. 
1, $5.20; “No. 2, $5.60: No. 3, $6.40; 
No. 4, 7.60; No. 5, $8.40. Prices are 
per dozen net. 


metal frame, No. 823, 



























hardware trade. 
ly quiet. 


have been advanced in price. 





panies will make similar change. 


barrows and they are a little higher than they were last year. 
mations over the past few weeks of a probable advance of $2 a 
ton in nails and wire have been verified by an announcement by one 


company of exactly such an advance. 
Collections are not very brisk. 


Holiday Goods Dominate in Pittsburgh— 
Some Price Advances Are Noted 





(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, Dec. 11.—Holiday goods dominate interest in the 
Other classes of merchandise business is relative- 
Electrical appliances for the household, Pyrex ware, sil- 
verware and toys are all doing well and jobbers have little cause for 
complaint over their sales of game traps. 
sprinklers and other garden and lawn accessories mage from brass 
New prices have appeared on garden 


Hose couplings, lawn 


Inti- 


It is probable that other com- 





ALARM CLOCKS. — Sales continue 
good in this item. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 







Plain Luminous 
Dial Dial 
i's. oer $2.29 $3.16 
Baby Ben ....+s. 2.29 3.16 
| er 1.05 1.58 
Sleep Meter .... a oa 
Ben Ber .-..+s- 
Ingersoll . $1.05 r. 2. 4 $1.55 ‘. 09 





AUTOMOBILE ACCES SORIES.— 
Very brisk demand has been occasioned 
by cold weather for the various anti- 
freeze radiator liquids. Anti- skid 
chains also are doing well. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 

Tire Chains.—Lots of 1 to 9 pairs, 
list less 30 per cent; 10 to 49 pairs 
(one shipment), list less 35 per cent; 
50 pair and over (one shipment), 













list less 40 per cent; adjusters, 50c. 
to 65c. per pair; pliers, 45c. each; 
links, No. 1, $3.50 per carton; No. 2, 
$3.25; No. 3, a 

Radiator Compounds. — Denatured 
alcohol, 1 to 4 barrel lots, 60c. per 
gal.; 5 to 9 barrels, 58c.; 10 barrels 
or more, 56c.; Prestone, 1% gal. and 
1 gal. cans, $3.60 per gal.; % gal. 
cans, $3.80 per gal. 

Spark Piugs.—Lots of 100 or over, 
50c. each; less than 100, 53c. each. 


AUTOMOBILE TIRES AND TUBES. 
A check up of sales discloses a some- 
what better movement than it was be- 


lieved was being done. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 
Mansfield Balloon Tires and Tubes: 
-—Casings——, Heavy 


Heavy Duty 

Regular Duty Tubes, 

Size 4 Ply 6 Ply oS 

19 in.—27x4.40 7.20 40 
21 in.—29x4.40 7.60 $9. 50 i ‘50 















21 in.—30x4.50 8.45 11.05 1.60 
19 in.—28x4.75 9.15 sase 265 
20 in. —29x4.75 9.55 1.70 
21 in.—30x4.75 9.95 1.75 
19 in.—29x5.00 9.90 1.75 
20 in.—30x5.00 10.20 1.80 
21 in.—31x5.00 10.65 1.85 
22 in.—32x5.00 11.75 1.90 
18 in. —28x5.25 11.10 Seas, | ae 
19 in. —29x5.25 11.55 eae meee 
20 in.—30x5.25 11.90 13.85 2.00 
21 in.—31x5.25 12.25 14.35 2.05 
18 in.—28x5.50 12.30 ae |) 
19 in.—29x5.50 12.65 14.80 2.25 
20 in.—30x5.50 esau 15.65 2.35 
18 in.—30x6.00 p horte 15.75 2.25 
19 in.—31x6.00 ase 16.25 2.30 
20 in.—32x6.00 iia 16.55 2.40 
21 in.—33x6.00 oka 17.10 2.55 
22 in.—34x6.00 hae 17.80 2.50 
23 in.—35x6.00 aes 18.5F 2.55 
18 in.—30x6.50 Hak 19.15 2.50 
19 in.—31x6.50 atv 19.55 2.60 
20 in. —32x6.50 Sees 19.80 2.70 
21 in.—33x6.50 aves 20.40 2.85 
18 in.—30x6.75 ede 20.30 2.85 
20 in.—32x6.75 er 21.40 3.15 
21 in.—33x6.75 caee 22.15 3.20 
20 in.—34x7.30 30.30 3.45 

Mansfield High Pressure Tires and 


Tires: 
Heavy Heavy 


Duty Duty 

Cords Tubes 
oe Each Each 
POO eee $5.85 $1.20 
Bx Extra Size Cl.. 7.05 1.30 
SAEs Wh Gs. sive csae 8.85 1.30 
32x31%4 aenbisecinbenets 10.05 1.60 
ST ae ree 11.10 1.90 
BES) 0th bassssedous bees 11.8 2.00 
SD sicessesuwesnaune< 12.40 2.05 
eS rr 12.95 2.30 
oo... ear 15.55 2.35 
BONED Giesnsokensedans 16.20 2.45 
a er - 16.70 2.50 
Sera 17.85 2.70 
re eaves ds 18.40 2.80 
Ea ee 21.15 3.20 
PD. Ant enpunesaaawss a6 22.70 3.40 


BATTERIES. — Demand is _ steady 


enough, but the volume is light. 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Broken Unit 
Packages Packages 
$2.2 $2.06 


N 1.93 : 
No. 7 dry cells, ignition type, unit 

packages, 36c. each. 
Flashlights.—No, 935, 6i4c. each; 

No. 950, 644c.; No. 790, 13c.; No. 705, 

1914c.; No. 750, 13%c.: No. 791, 13c. 

a "Shot. —No. 1461, $1. 67; No. 1661, 
3 


BOLTS, NUTS AND RIVETS. — 
Makers are continuing present prices 
and discounts on first quarter of 1929 
contracts. Jobbing business is steady, 
but not very brisk. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Bolts.—All styles, except stove and 
tire bolts, per 100 pieces, 60 per cent 
off list; stove bolts, 75 and 10 per 
cent off list; tire bolts, 60 and 10 per 
cent off list. 

Nuts.—All 
list. 
Rivets.—Large, $3.50 base per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


BUILDERS’. HARDWARE.—Business 
is not active and yet is making a good 
showing for this time of the year, 
when building activities are at low 
ebb. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, in 3 x 3 in., $18.50 per 100 pair; 
3% x 3% in., $19; 4 x 4 in., $30. 
leinges.—tlcavy strap, 6 in., $1.85 
per doz.; 8 in., $2.85; 10 in., $4.80; 
extra heavy T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
$11.60; light, 2, 3 in., $11 per 100 pair; 
4 in., $12.60. 
Hasps. — Hinge, 


styles, 60 per cent off 


without screws, 
single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.: 6 in., $1.05; safety, 3 in., 
97c.. per doz.; 4% in., $1.14; 6 in., 
$1.60. 
Garage Sets.—Swinging hinges, 10 
in., $3 per set. 
BRASS GOODS.—Higher prices have 
been announced by manufacturers on 
hose nozzles, lawn sprinklers and other 
garden and lawn accessories containing 


brass. 


COPPER GOODS.—New resale prices 
on copper wash boilers and tea kettles 
to conform to the advances announced 
by manufacturers recently have been 
announced by local jobbers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 





Tea Kettles. — No. 38, $19.80 per 
doz.; No. 39, $21.40. 
CHRISTMAS TREE HOLDERS.—Good 
demand is noted with the approach of 
the Yuletide. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. PITTSBURGH: 
2 in., $8 per Ses. 3 in., $13.20 per 
doz.; No. 12, $6.5 ‘per doz.; No. 14, 
$7.50 per doz.; No. 16, $9 per doz, 


DOOR MATS.—This line is doing well. 
JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. PITTSBURGH: 


Cocoa, $8 to $15 per doz., according 
to size; wire, 15% x 23% in., $1 each; 
18 x 30 in., 35°33: 22 x 36 in., $2.15; 
35 x 48 in., $3.33. 


ELECTRICAL GOODS.—Holiday de- 
mand runs strong for percolators, waf- 
fle irons, egg boilers and other house- 
sold electrical appliances. 


GAME TRAPS.—Last year was a rec- 
ord year in sales and this year is little 
if any behind that record. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
Victor, No. 0, $1.10 per doz.; g 
$1.38: No. 1%. .44; No 2, $3. 36: 
jump, No. 0, $1.59; No. 1, "$1.83: coil 
spring, No. 1, $1. 28; Gibbs, 2-trigger, 
$5 per doz.; single grip. No. .88; 
No. 2, $3.35; No. 3, $5.50; No. 4, $6. 70. 
GARDEN BARROWS. — Prices for 
next year will be a little higher than 
for 1928. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 
No. 81, $4 each; No. 82, $5.25; No. 
83, $5.50. 
GLASS CLOTH.—Call still is good for 
this article, which jobbers quote to re- 
tailers, f.o.b. Pittsburgh, at 24c. per 
running yard in 100-yd. rolls. 


GUNS, SHELLS AND RIFLES.—Ex- 
cept for an occasional order, the season 
is over on guns and loaded shells, but 
as the season is on for big game high- 
powered rifles are wanted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Loaded Shells.—Load 3 oz. by 1% 
o0z., 12 gage, Repeater or Nitro Club, 
$32.22 per 1000: Ranger, $28; Leader 
or Arrow, $35.80. 

Guns. —- Winchester pump, $39.40 
each; Remington pump, $39.45 each; 
Savage pump, $39.25 each. 

Rifles.—Winchester. model 02, $5.15 
each: model 92 S. F., round barrel, 
$21.90; octagon barrel, $23.30; model 
94 S. F., round barrel, $25.90; octagon 
barrel, $27.95; model 94 carbine, 
$23.95: model 53, $21.90; model 55, 
$32.95: repeating, model 
12A. $15.86 each; 14A, $35.46; 25A, 
$23.95; Savage, repeating, model 20, 
$34: model 40, $24; model 99A & BF, 
$30.90: B & F, $34.50; G, $37.50; model 
23A, $14.25. 


HOLIDAY GOODS.—Silverware, pyrex 
ware and other goods associated with 
gifts are doing well. 


Remington, 





PAINTING SUPPLIES.—Business is 
seasonally light. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. PITTSBURGH: 

Ready mixed paints, best grades 
$2.60 per gallon; lower grades, 33 
(white and dark greens, 1l5c. per 
gal. higher); white lead, 13%c. per 
Ib. in 100-lb. lots; 10 per cent less in 
lots of 500 lb. or more, and extra 4 
per cent less in lots of a ton or more; 
turpentine, 77c. per gal. in barrel 
lots; raw linseed oil, 12c. per Ib. in 
barrel lots. 


SKATES.—The holiday demand is 
fairly good volume. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. PITTSBURGH: 

Roller Skates. — Union Hardware 
Co. line, No. 2, 70c. per pair; No. 
75¢ No. 10, $1.05; ee 6, $1.55: 
Winslow line, No. 38%, 50; No. 38, 
$1. 60; No. 38, rubber- Mired, $2. 50 per 
pair. 

Ice Skates.— Winslow line, No. 2110, 
65. per pair, same L. S., $1.12; No. 
2120, $1.20, same L. S., $1.50; No. 
2140, $2.20, same L. S., $2.50. 


SOLE LEATHER.—The market is very 
firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Allen, A, 90c. per lb.; No. 1, $1; 
Diamond 75c. Lee, A, 80c.; B., 75c. 


WEATHER STRIPPING. — This line 
still is showing good activity. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Meta-Felt, % in., $19.50 per 1000 
ft.; % in., $26 per 1000 ft.; ‘cushion, 
all felt, No. 18, $2.40 per 100 ft.; No. 
7 85 per 100 ft.; No. 20, $3.25 per 


Burfo, hard bronze, 3 and 4 ft. 
lengths, 5c., per ft. net. Economy, 
for windows, 36 x 36 in., $1 per 
carton of one window set; for doors, 
36 x 84 in., $1.20 per carton of one 
door set. 


WINDOW VENTILATORS.—Satisfac- 
tory movement still is reported by lo- 
cal jobbers. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. PITTSBURGH: 

Continental, metal frame, No. 833, 
, = 837, $4.75; No. f 

$5. 50; No. 1145, 
137, rid 50: No. 1445, $8.10. 
per ’doz., net. 

Continental wood frame ve sntilators, 
No. V836, $3.60; No. V923: $4.05: No. 
V937, $4.50: Hon V949, $6.10; No. V959, 
$6.75, No. V15 , $5.85; No. 1549, $7.80. 
Prices are aa "doz., net. 

Diamond E. metal frame, No. 01, 
$4.40; No. 02, $4.80: No. 03, $5.60: 

1, $5.20; No. 2, $5.60; No. 3, $6.40; 
No. 4, $7.60; No. 5, $8.40. Prices are 
per doz., net. 

Schumacher, wood 
steel, No. 831, $2.75 No. 
1137, $4.50. 

Wurldsbest.—All metal, No. 2, $2.50 
each; No. 3, $3: No. 4, $3.50; No. 5A, 
$4: No. 6A, $4.75: No. 6B, $5: all list, 
subject to ‘dealers’ discount of. 33 1-3 
per cent. 


Prices are 


frame 
per doz., 


sheet 








Are you a retail hardware salesman? Turn to 
page 49 and learn of the opportunity offered 
you to win one of three cash awards 























Pat: “That was a _ foine 
Casey got off at the banquet last night.” 

Mike: “What was it?” 

Pat: “He said that the sweetest mim- 
ories in loife are the ricollections of things 
forgotten.” 


“Can you imagine the arm of the ocean 
around a neck of land?” 

“Why not? I’ve hugged the shore my- 
self?” 


Before They Were Married: He talked; 
she listened. 

First Year After: She talked; he lis- 
tened. 

Five Years After: 
neighbors listened. 

“Will you lend me $5 for a month, old 
boy ?” 

“Listen, stupid, what does a month-old 
boy want with $5?” 


They talked; 


Football Coach: ‘What experience have 
you had?” 

Freshman: “Well, last summer I 
hit by two autos and a truck.” 

The dog had attacked her and she in- 
sisted that he be shot at once. “I can’t 
shoot him here in this residence district,” 


was 


said the policeman. “The bullet might go | 


right through him and hit somebody.” 
“But couldn’t you shoot him length- 
wise?” the young woman asked. 





A certain country minister posted this 
notice on the church door: “Brother Smith 
departed for heaven at 4.30 p. m.” 

The next day he found written below: 
“Heaven, 9 a. m. Smith not in yet. Great 
anxiety.” 





He: “My girl got her nose broken in 
three places.” 

2nd He: “Well, she should keep out of 
those places.” 


Exasperated Traffic Cop: “Say, lady, do | 


you know how to drive a car?” 

Fair Motorist: “Why, yes; I think so. 
What is it you wish to know?” 
Adam and Eve came back to earth, 
To see the latest styles from Worth’s; 
Said Eve to Adam—It seems to me, 
The styles are the same as they used to be. 


sentiment | 


the 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: 
have been copied, the rest will be.” 


“Some of them 


‘4 


y 
ye) 
‘ es 


ne 


















During a hold-up in Chicago a young 
male stenographer was hit by a_ bullet. 
| Thinking he was mortally wounded, he 
| whispered to a friend: 
| “Write to Mamie. Give her my love, 
and tell her my last thoughts were of her. 
Carbon copies to Sadie, Peggy and Kath- 
| leen.” 








| Lady of the House: “You're a big, 
| healthy man. Why don’t you go to work?” 
| Tramp: “Madam, my trouble is I’m an 
| unhappy medium.” 

Lady: “What on earth is that?” 
| Tramp: “I’m too heavy for light work, 
| and too light for heavy work.” 


Pete the Printer (to haberdasher) : “I’d 
like a suit of underwear.” 

Haberdasher : “Union?” 

Pete: “Sure. Typographical, 
Yo I haita show my card?” 


No. 16. 
A modern young man kissed a beautiful 
| girl. “I'll be frank with you,” he said 
| after the embrace was over. “You're not 
| the first girl I’ve kissed, by a long shot.” 
She lit a cigarette. 
| “Dll be equally frank’ with you,” she 
| answered. “You've got a great deal to 
| learn even at that.” 





A colored preacher down South was try- 
ing to explain the fury of hell to his con- 
gregation. 

“You all is seen milten iron runnin’ out 
frum a furnace, ain’t you?” he asked. 

The congregation said it had. 

“Well,” the preacher continued, “dey 
uses dat stuff fo’ ice cream in de place 
what I’m talkin’ ’bout.” 





Colonel (to stranger at golf club): “I 
hate these modern girls. Look at that 
creature over there! 





Eton crop. Bah!” 
Stranger: “That, sir, is my daughter.” 
Colonel: “Oh-er, sorry! I didn’t know 

| you were her father.” 
Stranger: “I’m not. 


} 
I’m her mother.” 


| 


| where you board?” 


“What kind of a bathtub have you got | 








Fancy her parents | 
| letting her go about in plus-fours and an | brown suit cleaned and pressed while I 


| was in the hospital ?” 





Sunday School Teacher: “We should 
never do in private what we would not do 
in public.” 

Bad Boy: “How about taking a bath, 
teacher ?” 





It was along a beautiful stretch of high- 
way and the electric line along the way 
was in the hands of repair men. She was 
driving and cooing, when, of a sudden, she 
spied the men climbing the electric light 
poles. 

“Elinor, just look at those fools,” she 
exclaimed. “Do they think I never drove 
a car before?” 





Small Boy: “What is college bred, pop?” 

Pop (with son in college) : “They make 
college bred, my son, from the flour of 
youth and the dough of old age.” 





Visitor: “How does the land lie out this 
way ?” 
Native: “It ain’t the land that lies; it’s 


the real estate agents.” 





Attorney: “Where was the prisoner 
milking the cow?” 

John Henry: “A little back of the center, 
sir.” 

Smith: “Why do you prefer to enlist 
young, unmarried fellows?” 

Recruiting Officer: “Because married 
men have got so used to losing battles 
that they make the poorest kind of sol- 


diers.” 








A fool there was and he saved his rocks, 
even as you and I; but he took them out 
of the old strong box when a salesman 
called with some wild-cat stocks, and the 
fool was stripped down to his socks, even 
as you and I. 


The Convalescent: “Did you have my 


His Wite: “No. I had your black suit 
fixed up. I thought that would be better 
in case anything should happen.” 

Dentist: “Did you say this tooth had 
never been filled before? I find flakes ot 


| gold on my drill.” 


“Dunno, I only been there a couple of | 


| 
| months.” 





Patient: “I think you’ve hit my collar 


| button.” 
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MEMBERS OF «3 

SOUTHERN HDWE.JOBBERS ASSN. 1 LA So .M.SPROULL, Presioent 

NATIONAL HOWE .JOBBERSASSN. ¢ .C.SPROULL,Vice-Presioent 
SOUT As secon .D.SPROULL,Secv. & Treas 





Remington Arms Co., 
Cunard Bldg., 

#25 Broadway, 

New York City. 


Gentlemen: 


We had rather an unusual thing to happen this 
morning, and thought that you would be interested in hearing 
of it. 


On November 3rd., when some local men were in 
a@ canoe four miles from here, some ducks flew over them, and 
one of these men fired a Fox Sterlingworth 12 gauge gun at 
these ducks, the discharge over balancing the canoe. In 
the spill the gun was lost. Yesterday these men went back 
to this place, and in dragging for the gun hooked it in the 
trigger guard, and discharged the remaining shell in the gun 
while in the water. The gun was brought to us to send back 
to tne factory to be repaired. 


The unusual occurrence of a shot gun shell 
remaining under water for a week, and then being discharged 
under water is something too unusual to pass unnoticed. The 
shell discharged was a New Club shell, 


We are putting this shell in our window with . 
a notice of this occurrence, 


Yours very truly, 
ANNISTON HARDWARE COMPANY 


** BUSINESS Is SENSITIVE, IT GOES ONLY WHERE IT 1S INVITED AND STAYS ONLY WHERE iT 1S WELL TREATED?’?’,-LEWIS 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TIoN, Hotel Marion, Little Rock, sometime in May, 1929. 
L. P. Biggs, secretary, 815-816 Southern Trust Building. 
Little Rock. 

CALIFORNIA RETAIL HARDWARE & IMPLEMENT ASSOCIA- 
TION CONVENTION, San Francisco, Feb. 12, 13, 14, 1929. 
LeRoy Smith, secretary, 112 Market Street, San Francisco. 

CoNNECTICUT HARDWARE ASSOCIATION CONVENTION, Feb- 
ruary, 1929. Place to be announced later. Henry S. Hitch- 
cock, Woodbury. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Blowing Rock, N. C., June 11, 12, 13, 1929. Head- 
quarters, Mayview Manor. Arthur R. Craig, secretary- 
treasurer, Charlotte, N. C. 

IpAHO RetaiL HARDWARE & IMPLEMENT DEALERS’ Asso- 
CIATION CONVENTION, Boise, Jan. 22, 23, 24, 1929. E. E 
Lucas, secretary-treasurer, Hutton Building, Spokane, Wash. 

Itt1no1is RetTaiL HARDWARE ASSOCIATION CONVENTION 
AND Exuisition, Hotel Sherman, Chicago, Ill., Feb. 12, 13 
and 14, 1929. P. M. Mulliken, managing director, Elgin, III. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION, 
Indianapolis, Jan. 29, 30, 31, Feb. 1, 1929. G. F. Sheely, 
managing director, 911-913 Meyer-Kiser Bank Building, 
Indianapolis. 

Iowa Retait HARDWARE ASSOCIATION CONVENTION AND 
Exuisition, Hotel Savery and Des Moines Coliseum, Des 
Moines, Feb. 12, 13, 14, 15, 1929. A. R. Sale, secretary- 
treasurer, Mason City. 

Kentucky Harpware & IMPLEMENT ASSOCIATION CON- 
VENTION AND EXHIBITION, Seelbach Hotel, Louisville, Jan. 
22, 23, 24, 25, 1929. J. M. Stone, secretary, 202 Republic 
Building, Louisville. 

LouIsIANA RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Mansfield, June 17, 18, 19, 1929. Guy 
Nason, secretary, Starkville, Miss. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVENTION 
AND ExuIBITION, Detroit, Feb. 5, 6, 7, 8, 1929. Headquarters, 
Hotel Statler. Exhibit at Convention Hall. A. J. Scott, 
secretary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Feb. 19, 20, 21, 22, 1929. Place to be decided later. 
Chas. H. Casey, manager-treasurer, Nicollet at Twenty- 
fourth Street, Minneapolis. 

MIssIssIpPI RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Gulfport, June 10, 11, 12, 1929. Guy 
Nason, secretary, Starkville. 

MissourI RETAIL HARDWARE ASSOCIATION CONVENTION 
AND Exursition, Hotel Statler, St. Louis, Jan. 21, 22, 23, 
1929. F. X. Becherer, sec., 5106 No. Broadway, St. Louis. 

MoNnTANA IMPLEMENT & HARDWARE ASSOCIATION CON- 
VENTION, Bozeman, Feb. 4, 5, 6, 1929. A manufacturer’s 
exhibit will also be held from Feb. 4 to 8, inclusive. A. C. 
Talmage, secretary, Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Denver, Colo., Jan. 15, 16, and 17, 1929. 
Headquarters not yet selected, but in all probability will be 
the Cosmopolitan Hotel. W. W. McAllister, secretary- 
treasurer, P. O. Box 513, Boulder, Colo. 

NaTIONAL House FurRNISHING MANUFACTURERS AsSO- 
CIATION CONVENTION, Stevens Hotel, Chicago, Ill., Jan. 14, 
15, 16, 17, 18, 19, 1929. Warren Edwards, secretary, 189 
W. Madison Street, Chicago, II. 

NATIONAL RETAIL HARDWARE ASSOCIATION CONGRESS, 
Oklahoma City, Okla., sometime in June, 1929. Dates to be 
decided later. H. P. Sheets, managing director, 915-935 
Meyer-Kiser Bank Bldg., Indianapolis. 


NEBRASKA RetTaiL HARDWARE ASSOCIATION CONVENTION, 
Lincoln, Feb. 5, 6, 7, 8, 1929. Exhibit at University Coliseum. 
Hotel headquarters will be announced later. George H. Deitz. 
secretary, 414-419 Little Building, Lincoln. 

New ENGLAND HarpwareE DEALERS’ ASSOCIATION Con- 
VENTION, Mechanics’ Building, Boston, Feb. 20, 21, 22, 
1929. Geo. A. Fiel, secretary, 80 Federal Street, Boston, 9. 

New York STATE RETAIL HARDWARE ASSOCIATION Con- 
VENTION AND EXHIBITION, Rochester, Feb. 5, 6, 7, 8, 1929. 
Headquarters, Powers Hotel. Exhibit at Edgerton Park. 
John B. Foley, sec., 412 City Bank Building, Syracuse. 

NortH Dakota RETAIL HARDWARE ASSOCIATION Con- 
VENTION AND EXHIBITION, Jamestown, Feb. 12, 13, 14, 
1929. C. N. Barnes, secretary, Grand Forks. 

On10 Harpware ASSOCIATION CONVENTION AND Ex- 
HIBITION, Cincinnati, Ohio, Feb. 19, 20, 21, 22, 23, 1929. 
Headquarters, Gibson Hotel. James B. Carson, secretary, 
315 Mutual Home Bldg., Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIATION 
ConveENTION, Jan. 29, 30, 31, 1929. Chas. L. Unger, secre- 
tary, 207-208 Bloomfield Building, Oklahoma City. 

Orecon Retarr HarpwareE & IMPLEMENT Deaters’ 
ASSOCIATION CONVENTION, Portland, Feb. 5, 6, 7, 1929. E. 
E. Lucas, secretary-treasurer, Hutton Building, Spokane. 

Paciric NortHwest HarpwareE & IMPLEMENT AssSo- 
CIATION CoNVENTION, Spokane, Wash., Jan. 30, 31, Feb. 1, 
1929. E. E. Lucas, sec-treas., Hutton Building, Spokane. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCIATION 
ConvenTION, Amarillo, Tex., April 8, 9, 10, 1929. Head- 
quarters, Amarillo Hotel. C. L. Thompson, secretary, Can- 
yon, Tex. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC. CONVENTION AND EXHIBITION, Com- 
mercial Museum, Philadelphia, Feb. 12, 13, 14, 15, 1929. 
Sharon E. Jones, sec., 610 Wesley Building, Philadelphia. 

South Dakota RetarL HARDWARE ASSOCIATION Con- 
VENTION, Sioux Falls, Feb. 5, 6, 7, 1929. Chas. H. Casey, 
manager, Nicollet at Twenty-fourth Street, Minneapolis. 

SouTHERN CALIFORNIA RETAIL HARDWARE ASSOCIATION 
ConvenTION, Los Angeles, Feb., 1929. Definite dates to 
be determined later. H. L. Boyd, secretary, 508 Spring 
Arcade Building, Los Angeles. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT AsS- 
SOCIATION, composed of Alabama, Florida, Georgia and 
Tennessee, Convention and Exhibition in Atlanta, Ga., May 
14, 15 and 16, 1929. Walter Harlan, secretary-treasurer, 
701 Grand Theater Bldg., Atlanta, Ga. 

Texas HARDWARE & IMPLEMENT ASSOCIATION CONVEN- 
TION AND ExuHIBITION, Dallas, Jan. 22, 23, 24, 1929. Head- 
quarters, Baker Hotel. Dan Scoates, sec., College Station. 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVENTION, 
Jefferson Hotel, Richmond, Feb. 19, 20, 21, 1929. Thos. 
B. Howell, secretary, 602 Broad Street, Richmond. 

WEsT VIRGINIA HARDWARE ASSOCIATION CONVENTION 
AND ExHIBITION, Fairmont, Jan. 22, 23, 24, 1929. James 
B. Carson, secretary, 315 Mutual Home Bldg., Dayton, O. 

WESTERN RETAIL IMPLEMENT AND HarDWaRE ASSOCIA- 
TION CONVENTION AND Exursition, Kansas City, Mo., 
Jan. 15, 16, 17, 1929. Hotel President, general headquar- 
ters. Sessions will be held in Missouri Theater, and the 
Western Hardware Show will be held in Convention Hall. 
H. J. Hodge, secretary, Abilene, Kan. 

Wisconsin RetAit HarpWARE ASSOCIATION CONVEN- 
TION AND Exursition, Auditorium, Milwaukee, Feb. 5, 6, 
7, 8, 1929. P. J. Jacobs, secretary, Stevens Point. Exhibit 
manager, George W. Kornely, 1476 Green Bay Avenue. 
Milwaukee. 
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Lifetime Sepabiclere - teal 


That’s what you deliver when you sell or install the R-W 
door hardware described on this page. 





These hangers and track are carefully engineered to insure 
that doors—the most important part of any building—will 
always give satisfactory service. 


No. 721 hanger with No. 35 track. A 
flexible joint hanger with steel wheels 
and roller bearings. Both lateral and 
vertical adjustments are provided. The 
apron is hinged and adjustable to door 
thickness. 


ee ore | 


Heavy 14 gauge steel is used for the self 
cleaning track. The new patented lock- 
joint center bracket and blind end 
bracket keep track in perfect alignment 
and clear at all times. Finished in baked 


black enamel or galvanized. 








. R-W No. 721 235 


No. 423 hanger with No. 36 track. This 
hangar is of the same high grade con- 
struction and embodies the same fea- 
tures as No. 721. It differs only in the 
method of vertical adjustment which is 
easily accessible And the hanger can be 
used with No. 35 track. 





The storm-proof track is 14 gauge—self 
cleaning type. A wide apron and blind 
ends insure against the ravages of 
weather and birds. Furnished in gal- 
vanized or baked enamel finish. 


























R-W No. 423 x 36 


Better dealers everywhere feature the R-W line of door hardware—the largest and most complete made. 


Send for complete catalogue 


New youn: - - AURORA, ILLINOIS, U.S.A. 

Boston Philadelphia Cleveland. Cincinnati Indianapolis St. Louis New Orleans Des Moines 

Minneapolis Kaneas City Los Angeles San Francisco Omaha Seattle Detroit 
Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 
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Suggested Resale Price Charts on Files 


Showing Approximate Cost Per Dozen at the Rate of 50/10 Off Standard List. 
Also Suggested Resale Price Per Each Piece. 

Compiled for Hardware Age by M. M. Godschalk, Bellaire, L. 1, N. Y. 
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“Safematic” Prevents Gasoline Pressure Ranges Flooding 





A new development in gasoline pressure ranges and stoves 
has been announced by the National Enameling & Stamping Co., 
Inc., First Wisconsin National Bank Building, Milwaukee, Wis. 
This is a device designed to eliminate the possibility of flood- 
ing, and is known as the Nesco “Safematic.” The fuel supply 
valve, the generator heater valve and the burner valve may 
be wide open, but the company states that no raw gasoline can 
flow through until the “Safematic” operates. 

At the touch of a lighted match, the instantaneous lighter 
is ignited. This flame heats the generator when the proper 
temperature is reached, and not until then, the generator oper- 
ates on the “Safematic” valve, opening the valve and allowing 
feed of fuel to the burners. Unless the generator is sufficiently 
heated, the “Safematic” valve will not open and no gasoline 
can flow through. If the flame on the main burner and under 
the generator should become extinguished, the generator cools 
and automatically the fuel supply is shut off. 

The generator and burner valves may be turned open fully, 
but no gasoline can flow into the burner casting and burn- 
ers until the lighter is lighted and the generator is sufficiently 
heated for burning. When the generator is sufficiently heated, 
the valve is open and the burners light automatically. 
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Ride Along With 


in 1929 


The Complete Line of Children’s Vehicles 


Automobiles—Velocipedes—Coaster-Wagons 
Sidewalk Cycles—Scooters—Pedal Cars—Wheelbarrows 
Baby Carriages—Doll Carts—Juvenile Furniture 


New models embodying exclusive features, handsomely 
finished and built for service, will be 
added to our line again in 1929 


WASHINGTON, PENNA. 


Factories: Washington, Pa.—Elkhart, Ind.—Toronto, Ont. 


Permanent Display—Fifth Ave. Bldg., New York, and American Furniture Mart, Chicago. 
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Six outstanding points should be enough to 
clinch any lawn mower sale—yet W & B 
Lawn Mowers have a dozen big features to 
sell and keep them sold. Here they are— 
your clerks will find these valuable in sell- 
ing— 


Ri. 


2 — cannot work loose—a steel clip prevents 
* this. 


3 Oil pockets retain oil and thoroughly lubricate all 
* bearings. Quiet running. 


Handle is placed so as to give greatest leverage. 
Mowers run with little effort. 


4 e Equipped with grass catcher hooks. 
5 Self-adjusting ball bearings make W & B’s run 
* easier——prevent wear. 


The “Four Square’ construction positively keeps 
* mowers rigid and in perfect alignment. 


7 Brace rod serves dual purpose, gathers long grass 
* under reel knives. 


&, Anti-friction reel bearings assure longer life. 
9 All working parts carefully made to give smooth, 
* quiet operation. 
10 Keen cutting, knife steel is used in blade—stays 
* sharp. 


11 Driving wheels have special deep clutch—giving 
* longer life to driving parts. 


Handsomely painted and striped in several colors 
12. making W f"3 mowers look as good as they 
are made. 


Order W & B Lawn Mowers 
Through Your Jobber 
Pacifie Coast Distributers 


B. Hayman & Co., Les 
Aageles, Calif. 


Eastern Distributors 
Putnam & Ce, New York 
Barnum & Stone, Beston 


R. Herschel Manufacturing Co. 


Peoria Illinois 


15 Styles From Which 


to Choose 











Our Cluttered Up Minds 


(Continued from page 49) 


thinks by the year.” In other words, we all think 
cording to the way in which we draw our wages. 
When do we eat? When do we get our money? 
we get a raise on the first of the year? These are the 
real fundamental things. These are the things that the 
mass of people are thinking about all over the country, 


ac- 


Do 


a oe 


Allow me, therefore, consequently and to wit to wish 
you, as my friend, during the coming year, that you will 
work your wastebasket overtime. Get rid of the clutter 
and the trash. Only keep that which is of real and 
immediate value. Size up your friends and clean out 
some of them who do not pay their board. Some friends 
always take out of us more than they ever return. Some 
friends simply clutter up the wells of true friendship. 
They are imitation friends. They are blank cartridges, 
duds, like a sponge that absorbs but does not return. 
Into the wastebasket with them, so that you will have 
more space in your lives for truer and better friendships. 

But beyond all things else my Christmas wish is that 
you clean out all the clutter in your minds—all the 
envies, hatreds, prejudices, sore spots, disappointments, 


| regrets, vanities. 


Let us start the New Year with a clean mind. That's 
my Christmas Wish! 


Put Your Doll Selling on a “Home 
Finding” Basis 
(Continued from page 43) 


the faces and hands can be cleaned with a damp cloth, 
not that they can be left out in a shower without injury. 

The successful salesperson will keep the display neatly 
and humanly in order, not merely in a row like a shelf 
of bottles ; in handing a doll to a customer a loving touch 
to the hair or dress is effective ; walking dolls are tender- 
ly helped to step on the counter; the eyes of sleeping 
dolls are closed slowly and voices never forced to give 
violent cries. 

This salesperson is not selling puppets or mere toys 
but beautiful, near-human objects that the little girl is 
going to consider “her very own baby” and other mem- 
bers of the family are going to respect because of the 


“little mother’s” evident love. 


Toys Make All Children Our 
Salespeople 


(Continued from page 42) 


will humor them to an amazing extent in the purchase 
of toys. 

“Toys that richer parents or people with yards and 
playgrounds would consider the height of extravagance 
are bought most cheerfully by parents whose children 
must play in the apartments. 

“Knowing that the sale of toys will be good, we buy 
freely and then make every effort to let our customers 
know that we have them. We make our prices as rea- 
sonable as we can, for we want all the customers we can 
get, and we feel satisfied customers will bring us more 
business. 

“During the holiday and gift season particularly we 
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decorate our windows with a festive air and put in an 
attractive arrangement of toys. 

Mrs. Wulser has proved that toys are a profitable side 
line for the hardware dealer, and that such articles iden- 
tify the store in the child’s mind and attract him as a 
customer of the future. 

“Oh, toys are profitable, all right,” went on Mrs. 
Wulser, “not only in themselves, but in the increased 
trade that they bring us. Stocking toys has meant more 
and profitable business for us, and some of these days 
we are going to have a corner which will be just es- 
pecially for the kiddies.” 


Washington News Letter 


Resale Price Maintenance Report Delayed—Open 
Price Association Report Under Way 
(Washington Bureau, HARDWARE AGE) 

WasHINGTON, Dec. 11.—Delay has been encountered 
by the Federal Trade Commission in completing its re- 
port on resale price maintenance. It had expected to 
have it ready to submit to Congress soon after it con- 
vened, but the Economic Division, which has charge of 
the study, still has considerable work to do and the 
complete report perhaps will not be ready for a month 
or more. However, a preliminary report in all prob- 
ability will be made soon to Congress. Representative 
Kelly of Pennsylvania, who, with Senator Capper of 
Kansas, is author of the price standardization bill, told 
HarpwareE AGE that he had been assured that a pre- 
liminary report would be ready in the near future. Once 
it is made the House Committee on Interstate and 
Foreign Commerce, which has the Kelly-Capper bill, will 
be free to make a report to the House. The full com- 
mittee at the previous session received a favorable report 
on the bill from a subcommittee. Mr. Kelly said that 
he is still hopeful that the bill could be passed at the 
present session of Congress, although the prevailing 
belief is that this cannot be done. It is the view that it 
would be more difficult to get the measure through the 
House than through the Senate. 

Perhaps the first report to be made to the present 
session of Congress by the Federal Trade Commission 
will be that pertaining to open price associations. The 
report is now being drafted. It contains a general 
canvass of practically all trade associations whose mem- 
bers do an interstate business. It was necessary to obtain 
some information from each association in order to de- 
termine whether it should be classed as open price or not 
in the sense of the McKellar resolution which called for 
the inquiry. Information was obtained from more than 
1000 trade associations. The report considers not only 
open price associations but others as well because it was 
felt that the significance of open price activities could 
be determined only by comparison, and especially by 
comparison between open price and other trade associa- 
tions that compile and distribute trade statistics but do 
not include price information as an activity. The term 
“open price” association was defined for the purposes 
of the Commission’s report in the words of the McKellar 
resolution as one “distributing or exchanging price in- 
formation.” The price information may relate merely to 
the general market trend and contain nothing in the 
nature of actual prices obtained in specific transactions. 
In this group are included any that are known to have 
functioned as open price associations, even if with 
teference to only a part of the membership or for only a 
short time, since the date of the McKellar resolution, 
whose author is a Senator from Tennessee. 
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The New 
BABY 
CATALOG 


a OY 


No. 19A 


, po convenient little book gives com- 
plete facts in short terse sentences and 
clearly defined tabulations. 


Sizes and prices are found at a glance. Com- 
bination orders are easily estimated, This 
feature should greatly assist dealers who 
have only occasional call for pipe tools and 
in turn simplify matters for our regular 
customers. 


A Genuine ARMSTRONG Pipe Tool for 
every kind of pipe, bolt, rod or tubing is 
found in this valuable little booklet. 


THE ARMSTRONG MFG. CO. 


¥ BRIDGEPORT™ 


Founded 1869 
SSS SS SSS BSS SSS SSS eaaeaeaeaea 
ARMSTRONG MFG. CO. 


295 Knowlton Street, Bridgeport, Conn. 
Please send us complimentary copy of 19A catalog. 
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“Ck M” 


Adjustable 
RADIATOR SHIELDS 


will fit any size radiator without 
custom-fitting, and are handsome 
enough for the most refined 
homes. Attractive gold-bronze, 
aluminum and ivory finishes. Ad- 
justable to radiator top widths, 6” to 13”, lengths 11” 
to 65” and sell at popular prices $5.00 to 
$8.00. Beh & Co., 1140 Broadway, New 
York, N. Y. 


Buy from your jobber 



























DUSTERS 
for AUTOS 


Ostrich Feathers 
Skunk-Hairs 
With Gum Handles 


Post and freight free 


WILLY EISENMENGER 


LUDWIGSBURG (GERMANY) 








Representatives wanted 











WINDOW 
Wurldobest VENTILATORS 


Stock ‘the Venti- 


lator that the 
better class of 
trade are de- 
manding. 





Real Profit to Dealers. 
EVERY WINDOW A PROSPECT 


Sizes to fit any window. Nationally Advertised. 
Order through your jobber or direct. 


Allweather Ventilator Company, Inc. 
452 Lexington Ave. New York City 











REZNOR ORTHORAY 


Send for CATALOG 


A Marvelous Development in 
GAS HEATING 
BACKED by the famous Reznor 

guarantee. Sold for you by 
the big continued intensive national 
advertising program. Reznor is 
the world’s most complete line of 
Gas Heaters. 
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REZNOR MFG.CO 
MERCER, PA. 


for DECEMBER 13, 
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Verified News of Retail Stores 


CALIFORNIA 

Shaffer’s Hardware at 175 West Center Street, Anaheim, 
Cal., succeeds G. B. Peck of that place. 

Morris Siegel, 9301 South Central Avenue, 
Cal., is expanding his store. 

Barker & Brandt Hardware Co. has taken over the busi- 
ness of Frank McCracken in Modesto, Cal. 

H. L. Briscoe bought the retail business of W. A. 
at 11357 Santa Monica Boulevard, Sawtelle, Cal. 


IOWA 
Fraley has succeeded Fraley & Hixon in Albion, 





Los Angeles, 







Antes 








B. E. 


Iowa. 
Beck & Spiva succeed David S. Beck in Conrad, Iowa. 


Mangold Bros. are conducting a retail business in Earl- 


ville, Iowa. 
Harry Doeringsfield of Gilmore City, Iowa has succeeded 


Clinton Mullen of that city. 

Jager & Caldwell of Hillsboro, Iowa, are carrying on the 
business of Copeland Bros. of that place. 

Balevir & Thomas of Red Oak, Iowa, has succeeded T. A, 
Goudy in that city. 

Gifford R. Tuttle has been succeeded by the Adams Tuttle 
Hardware Co. in Chariton, Iowa. 


IDAHO 
Meyer-Williams Hardware Co. of Nampa, Idaho, succeeds 
the Christenson Hardware & Implement Co. of that place. 


MINNESOTA 
Sulerud Hardware Co. of Halsted, Minn., was recently 
changed from a partnership to a corporation. 
H. L. Houd took over the C. A. Genet business in Litch- 
field, Minn., recently. 
Jewel Hardware Co. of Albert Lea, Minn. is now known 
as the Belina Hardware Co. No other change announced. 


NORTH DAKOTA 
Lane & Spaulding succeed to the business of Arthur A 


Lane in Sherwood, N. D. 
Sell Hardware & Furnishing Co. is conducting the busi- 
ness in Harvey, N. D. of Mrs. A. B. Hannes. 


NEBRASKA 
E. H. Monahan is conducting a retail store in Whitman, 


Neb. 
Woidneck Bros. of Spencer, Neb. are now open for busi- 


ness, after having lost their previous store in a recent fire. 


OKLAHOMA 
artin has opened a store in Cobb Bldg., Atoka, 



















Hardy M 


Okla. 
J. G. Gray is occupying a new building in Guymona, Okla. 


Clark-Darland Hardware Co. has opened a store in Mc- 
Alester, Okla. 







SOUTH DAKOTA 
George Smith of Burke, S. D. has succeeded J. A. 


Donald of that place. 
Comstock’s Hardware has taken over the business of J. J. 


Klein, Sr in Mobridge, S. D. 
Peterson Bros. of Irene, S. D. have succeeded Hartwell 


Hardware Co. of that place. . 
UTAH 
John F. Cunningham has opened a retail store in Park 
City, Utah. 





Mc- 








WISCONSIN 
Western Hardware Co. has been incorporated in Sheridan, 


Wyo. 
J. A. Gillies recently opened a hardware store at 1917 


Monroe Street, Madison, Wis. 
M. G. McNamar has taken over the business of the Car- 


diff Hardware Co. in Mellen, Wis. 
Frank Holmes is now conducting the business of W. B. 


Maxson in Milton, Wis. 
Martin A. Reinarz has succeeded Jones & Reinarz at 3123 


Lisbon Avenue, Milwaukee, Wis. 





















foxes is four pups to each pair annu- 
ally. I know of one fox farm of 1000 
acres that started with 34 pairs of 
foxes eight years ago on Jand con 

sidered unfit for farming. ‘The sales 
of the owner in 1927 totaled $785,000. 
Present indications are that the out 

put of skins this year will have a 
value in excess of $1,000,000. 

Never were there so many oppor 
tunities in business for one to satisfy 
the spirit of adventure, It costs quite 
a lot of money to buy a karakul 
coat, and yet the sheep which pro- 
duce this fur can be grown in the 
United States. Rabbit raising also 
offers another avenue for the de- 
velopment of an interesting and sub- 
stantial business. The growers of 
these prolific little animals are now 
finding it easy to sell the fur to manu- 
facturers of felt hats as well as to 
the garment makers. 

Jt was not long ago when an Amer- 
ican chemist seeking to obtain 
thyroxin from the thyroid glands of 
sheep was impressed by the fact that 
those sheep having glands yielding 
large quantities of thyroxin were 
heavy wool growers; the others were 
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EVERYBODY’S BUSINESS 
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scrawny and thin-haired. Physiolo- 


vists were called in and supported the 


conclusion that an inactive thyroid 
yvland serves to retard bodily and 
mental processes. This information 
was passed on to the sheep growers 
with the advice that they feed iodine 
to their flocks. 

The result has been a materia] in- 
crease in the production of wool due 
to the increased activity of the thyroid 
glands. 

Dozens of other possibilities might 
he presented to refute the common 
notion that agriculture is barren 01 
romance. 

Why go on forever picking rocks 
out of unproductive soil when it 1s 
possible to build up profitable enter 
prises of this kind? 


Hidden Values in Every Line of 
Business 


In every line of business there is 
a waste basket filled with hidden 
values. As one has said. “Little 
wastes in a great establishment con- 
stantly occuring may defeat the 
energies of a mighty capital.” The 
wise boss is continually pointing out 


192% 








to his employees t be 
found by everyone who will exercise 
energy and concentration in looking 
for them. Waste elimination means 
something more than short pencils 
and economy in paper and ink. It 
is concerned with duplication of 
effort; with time lost ewing 
unimportant visitor 

expended on tasks that 

been delegated to other 


wetemat 
SYstemat 





peaks and 


ofice work. 


i) e ‘ ] steer C41 mre 
’ost mortems and weediny out pro- 
cesses, properly organized and con- 


ducted, will never fail to bring about 
material savings in any company. 
Many will be astonished to discover 
that their losses commence in the vio- 
lation of a primary fundamental— 
laxity in the observance and intelli- 
We may be 
sure that the most important of all 
remedies for waste in business is the 
planning of one’s work so as to get 
the most done in the least hours. 
|Losses of materials are seriou: 
any considerable loss of tir 


1 — } a 
closest of all to being a di 


vent use of office hours 
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FAIRMOUNT TOOLS 


these 


on Your Counter 


The Fairmount No. 555 Nest O’Wrenches combi 
quality, selling speed and a good margin of pr 
dealer's 





investment in it profitable 























designed and drop forged, each wrench 
can be depended upon to give satisfact ri 
Attractively packed, and the package lend 
readily to counter and show case display, quick 
and easy sales are assured. And with each sale 
there goes a substantial profit. 





Ask your jobber about this popular Fairmox 
or write to us for full details. 


FAIRVYOUNT 


CLEVELAND. OMIO 


CIVE SERVICE AND SATISFACTION 
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456— Oval Sash Tool. 
Black China Bristle, 
chiseled, vulcanized in 
hard rubber, seamless 


nickeled ferrules, natu- 
ral varnished handles. 
Sizes %" to 1%" wide. 





441 — Oval Paint or 
Varnish Brush. Black 
China Bristle, vulcan- 
ized in hard rubber— 
chiseled. Nickeled 
ferrules. Sizes 156" 
to 2%" diameter. 





405 — Flat Varnish 
Brush. Extra Quality 
Black China Bristle. 
seamless nickeled fer- 
rules, natural polished 


handle—vulcanized 
in hard rubber. Ex- 
cellent brush for all- 
around use. Sizes 
1%" to 3%" wide. 





A BETTER WEARING BRUSH 


§07— Stucco or Wall 
Brush. Black China 
Bristle, leather bound, 
natural varnished 
handle—vulcanized 
in hard rubber. Sizes 
3° to 44%" diameter. 














re you getting 
your full share of the 
Paint and Varnish 
Brush business in 
your district? +++. 


HERE is a certain fixed demand for Paint 
and Varnish Brushes in your district. 

You can secure your full share and make a 

good profit by doing two things: 

1st Recommend and sell a brush of high quality 
that will please your customers by its better wear- 
ing qualities. This will bring them back to you 
for all future business. 

2nd By selling a quality brush your dollar turnover is 
greater and your profits are bigger. 


Osborn Paint and Varnish Brushes meet 
these two qualifications completely. Hard- 
ware dealersall over the country have proved 
the sound dollars and cents common sense 
of stocking, recommending and selling 


Osborn Paint and Varnish Brushes. 


THE OSBORN MANUFALTURING LOM PANY 


5401 Hamilton Avenue -:-- Cleveland, Ohio 
Branch Offices: New York - Detroit « Chicago - San Francisco - Los Angeles 
















































435—Wall Paint Brush. 
Long Black China Bristle. 
heavily filled and vul- 
canized in hard rub- 
ber—nickeled ferrules. 
Sizes 3" to 5" wide. 















FOR EVERY USE 





























